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AGENTS ANSWER BEHA 
ON PROPOSED CHANGE 


Reply to New York Superinten- 
dent Sentence by 


Sentence 


ARE FIRM IN OPPOSITION 





Clarify Their’ Previous'y Expressed 
Views and Criticize Those of 
the Department 


NEW YORK, Nov. 8.— Detailed 
answer to Superintendent Beha’s last 
open letter to the agents of New York 
has been made this week by the 
special committee of the New York 
State Association of Life Underwriters, 
which has in its charge the ‘handling of 
the opposition to the proposed revision 
of Section 97 of the New York life in- 
surance laws. Still maintaining their 
firm stand against this proposed revision, 
they answer the superintendent sentence 
by sentence, clarifying their own views 
which have been previously voiced and 
criticizing the case made by Mr. Beha. 
Though the department has indicated 
that it would do nothing further about 
this matter until after the election 
changes have been effected, this puts 
the next move up to the department, as 
it puts the agents on record in complete 
answer to all queries from the officials. 


Defend Their Prestige 


In the letter accompanying the de- 
tailed answer, sent to all agents in the 
state, the special committee states that 
it feels the recent letters of the insur- 
ance superintendent have created some 
misunderstanding as to the association 
and its position. Those letters ques- 
tioned the interests of the public and the 
reaction of the agents to them, sharply 
criticizing the agents for their views. 
In answer, the latter contend that they 
have reached their views with sound 
reason and point to the weaknesses in 
the other views, as they see them. 
Words of several speakers are cited in 
approval of the agents’ stand, including 
O. J. Arnold, last president of the Amer- 
ican Life Convention, Commissioner 
Dumont of Nebraska and a prominent 
life insurance company official. It is re- 
peated that the agents feel the desired 
ends can be achieved without any funda- 
mental change in the laws, especially 
when this change would tend to cause 
confusion. The committee signing this 
and the answer to Mr. Beha is composed 
of the following: Julian S. Myrick, 
chairman; A. P. Woodward, J. E. Flani- 
gan, M. R. Miller, Sidney Wertimer and 
F. A. G. Merrill. The detailed reply to 
Mr. Beha, summing up the agents’ case 
against the proposed revision, is as 
follows: 

Answer in Detail 


_ Page 3—Caption: “Welfare of insur- 
ing public is of primary importance.” 
The department is on sure ground in its 
conclusions expressed under this head- 
ing, and your committee would have 
been in complete accord with the de- 
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FINDING, TRAINING AND SUPERVISING | 
| MANAGERS, AGENCY OFFICERS’ TOPICS | 








Finding, training and _ supervising 
managers and general agents were the 
topics formally discussed on the last 
day of the joint meeting of the Life 
Agency Officers Association and the 
Life Insurance Sales Research Bureau 
in Chicago last week, and before and 
after the meeting the matter of a co- 
operative national advertising campaign 
for life insurance was informally dis- 
cussed. It was the majority opinion that 
such a campaign will be the longest step 
forward the life insurance business has 
taken in a decade, and also that it is a 
necessary step if the life business is 
successfully to compete with the in- 
stallment merchandisers who advertise 
their products nationally. 

At the opening of the morning ses- 
sion on the last day of the meeting 
O. B. Jackman, superintendent of agen- 
cies for the Bankers Life of Iowa, said 
that in recruiting managers his company 
Icoks for men between the ages of 3 
and 50 who have proved their insurance 
sales ability by selling. Later in the 
meeting an argument against the idea 
that it is best to obtain for managers 
men who have sold insurance was en- 
tered by J. J. Harrison of the Home 
Life of Arkansas, who said: “Don’t 
make a fetish of previous life insurance 
experience.” Mr. Harrison has a terse 
and forcible manner of presenting facts 


and made a fine impression on _ his 
hearers. Still later Walter T. O’Don- 
ohue, vice-president of the Jefferson 


Standard Life, said his company has had 
“disastrous experience” with managers 
who have had no previous life insurance 
experience. He gave it as his opinion 
that it is unfair to any man to ask him 
to learn the business and to learn man- 
agement at the same time. 


Veracity Wins Laugh 


In opening his address Mr. O’Don- 
ohue made the crowd laugh with his 
veracity in the statement that his com- 


pany “gets general agents from very 
good companies which have carefully 
trained them.” He said his company 


started on the general agency basis and 
later went onto the managerial basis. 
“The one quality that our company’s 
three leading agency heads have in com- 
mon is the capacity for hard work. 
Otherwise they are as diverse as three 
men can be.” Mr. O’Donohue said that 
with the ability to work hard an agency 
head can make a “reasonable success” 
no matter what company he represents. 

Walter T. Shepard, vice-president of 
the Lincoln National Life, analyzed the 
agency setup and the ‘supervisory work 
of his company. He gave most time 
to telling how his company assists the 
agency head who consistently makes 
losses. In his company’s home office 
staff are men whose principal duty is 
to aid the manager who is “slipping.” 


K. A. Luther Speaks 


Mr. Sheppard was followed by Vice- 
president K. A. Luther of the Aetna 
Life, who said: “In my opinion too 
many general agents spend too much 


time on detail office work and not 
enough recruiting and training agents. 
An agency head’s time should not be 
spent writing business and handling 
petty office details, but in obtaining, 
training and supervising producers.” He 
said that on the first of the new year 
his company is to divide the United 
States and Canada into six divisions and 
will delegate a man to travel each of 
the divisions to assist with field prob- 
lems. None of these men will be pro- 
moted in less than two years, and if 
any of them fails to merit promotion 
in tour years he will be given other 
work or dropped. Each of the men is 
from the company’s own ranks, chosen 
in accordance with the Aetna’s plan of 
building from within. 

“The Sales Research Bureau has a 
large amount of new material on train- 
ing managers which will be distributed 
to the membership in a few weeks,” 
John Marshall Holcombe, manager of 
the bureau, announced at this point. 


Planners, Speakers Thanked 


W. T. Grant, president of the Busi- 
ness Men’s Assurance, followed Mr. 
Holcombe with a motion of thanks, 
which was carried, for those who 
planned and appeared on the program 
and the companies that cooperate with 
the bureau. 

James A. McVoy, president of the 
Central States Life and retiring chair- 
man of the officers’ association, made 
his report, naming Frank H. Sykes of 
the Fidelity Mutual Life, chairman to 
succeed him and Vice-president C. I. 
D. Moore of the Pacific Mutual Life, 
vice-chairman. In acknowledging his 
advancement Mr. Sykes said: “It shali 
be my desire to continue the close har- 
mony ‘and cooperation that has been a 
feature of the histories of the two or- 
ganizations here represented.” 


Donald Speaks on Personnel 


The last speaker was W. J. Donald, 
managing director of the American 
Management Association, whose subject 
was “Developing Field Managerial Per- 
sonnel.” Mr. Donald said that through 
the work of the Research Bureau the 
job of the life agency executive is made 
easier than is the job of the sales chief 
of a manufacturing business, and that 
the bureau saves money for its mem- 
ber companies by collecting sales data. 
He scouted the idea that men can learn 
nothing after they attain to the upper 
age level, saying that managerial mate- 
rial can be developed at any age period. 
He said that the preparation of sales 
instructional material should be done 
cooperatively by those concerned in the 
home offices of the companies and by 
the field men who are to use the mate- 
rial for training their agents. 

The meeting was considered by most 
of those present the best one the two 
organizations have held. It was also 
the sense of the meeting that the work 
of the Sales Research Bureau is be- 
coming more effective yearly. 








partment had the memorandum omitted 
the last sentence “fortunately for all con- 
cerned there need be no conflict of in- 





terests, even temporarily, if the problems 
are handled along the lines which have 
(CONTINUED ON PAGE 13) 


| SUPERINTENDENT BEHA 
ON ACQUISITION COST 


New York Official Takes Issue 
With Commissioner Dumont 
of Nebraska 








REGULATION NECESSARY 





Declares That the State Must Use 
Some Restraining Influence to 


Prevent Abuses 


NEW YORK, Nov. 8.—Repeating 
his statement that no further action by 
the New York insurance department is 
likely on the proposed revision of Sec- 
tion 97 until the matter is put before 
the legislature, Superintendent Beha to- 





BEHA 
New York Superintendent 


JAMES A. 


day sent out two messages, one to all 
life citing 
in the proposed change, and one to all 


companies, slight revisions 


state commissioners, answering the re- 
cent criticism of New York’s plans by 
Commissioner Dumont of Nebraska. 

The latter is written with the consent 
of the National Convention of Insur- 
ance Commissioners and will be incor- 
porated in the minutes of the last meet- 
ing, together with the other discussions 
of Mr. Dumont’'s paper. 


Discusses Dument’s Paper 


In his discussion of this subject, Mr. 
Beha emphasizes the value of the limi- 
tation of acquisition cost in life insur- 
ance, to which Mr, Dumont took excep- 
tion, basically as a safeguard against 
rating laws. He says that he believes 
the existence of the laws in New York 
regulating acquisition costs have effec- 
tively warded off demand for rate regu- 
lation of acquisition costs, there would 
be a definite public demand for tamper- 
ing with the rates. Mr. Beha also 

(CONTINUED ON PAGE 16) 
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COMPANIES GIVEN CLEAN 
SLATE BY TEXAS OFFICIAL 








MANAGEMENT PAID TRIBUTE 





Discusses Possibilities of Liberalization 
of Investment Laws—No Restrictive 
Legislation Needed 


AUSTIN, TEX., Nov. 8.—Life insur- 
ance corporations in Texas have been 
singularly free from the governing hand 
of the legislature for almost two decades, 
Assistant Attorney-General Fuller, in 
charge of insurance matters coming be- 
fore the attorney-general’s department, 
said in an address to the Life Under- 
writers’ Association of Austin. 

“This fortunate situation and happy 
experience,” Judge Fuller said, “reflects 
to a remarkable degree the splendid 
judgment and conscientious endeavors 
of the men who have guided the destiny 
of these semi-public institutions. Fewer 
organization disturbances have been ex- 


perienced by these companies in this 
state perhaps, than any other corpora- 
tions enjoying such an unprecedented 


degree of development. 
Evils Are Negligible 


“Considering the enormity and the 
vast expanse of business conducted by 
these institutions, the evils, if any there 
be, that beset them are so few as to be 
negligible. I am not now aware of eny 
unfavorable conduct being practiced by 
these companies that calls for the ne- 
cessity of more restrictive legislation. 

“The future of these institutions in 
Texas is very bright. If the restrictive 
legislation governing these institutions 
has been ample in the past, which [ 
think is true, there is every reason to 
believe that it is sufficient for the im- 
mediate future, and that no radical leg- 
islative action affecting their interests 
will be necessary or required. 


Investment Laws Discussed 


“One of the difficulties that is now 
being experienced by these companies 
is their inability to keep in circulation 
the income from policy premiums, which 
constitutes to a great extent the reserve. 
Legislation looking to a material relief 
in this regard would not be unwelcome. 
The inability of reserve funds of insur- 
ance companies to earn a fair interest 
will finally have it reflection in raised 
premiums to the public. Perhaps a feas- 
ible plan could be formulated whereby 
it would be permisible under Texas laws 
to invest a certain percentage of such 
funds in stock of corporations. Of 
course, in an undertaking of this nature, 
it would be essential and absolutely 
necessary to assure the continued safety 
of the policyholder.” 





ATLANTIC LIFE LAUNCHES 
ANNUAL “JACK POT” FUND 


The third annual “Jack Pot” campaign 
of the Atlantic Life started Oct. 29 and 
will continue to Dec. 22. Through the 
company’s creation of this “Jack Pot” 
fund, opportunities are afforded every At- 
lantic representative, to secure extra 
money for Christmas presents. Under the 
1928 rules, more representatives will be 
enabled to participate in the distribution 
of the “Jack Pot” than in previous 
years. 

Last year 56 men participated in the 
“Jack Pot.” It is hoped that some 75 
or more Atlantic representatives will 
win some Christmas money this year. 
Money in pot will be distributed on the 
following plan: For every $1000 of cam- 
paign business paid for on the annual 
premium basis, $1; on the semi-annual 
premium basis, 75 cents; on the quar- 
terly premium basis, 50 cents: on the 
monthly premium basis, 20 cents. Term 
business does not count, but initial term 
business counts for one-half 





The North American Reassurance of 
New York has been licensed in Colorado. 
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A LETTER TO PRESIDENT 


UNDE RWRITER 


COOLIDGE 


I Life Insurance and Prosperity Correctly Linked in Message Sent by 


NEW YORK, Nov. 
rick, New York manager 


8.—Julian S. My- 
for the Mu- 


tual Life of New York, has directed a 
letter to President Coolidge as president 
of the New York State Life Under- 
writers’ Association, calling the atten- 
tion of the chief executive to the im- 
portant place of life insurance in the 
picture of American prosperity, which 
has thus far been overlooked by those 
speaking of this matter. Mr. Myrick 
said: 


Life Insurance Is Factor 


“IT regard the address which you made 
in dedicating the Fredericksburg and 
Spottsylvania County Battle Fields 
Memorial as one of the most impressive 
and valuable speeches which you have 
made since you have been president of 
the United States, and I have made 
a point to read every one of your Pe 
lic utterances, going right back to the 
time when you were governor of Massa- 
chusetts. Of course, the wealth of the 
United States is so tremendous and the 
progress made has been so amazing that 
the full facts cannot be set forth in 
any one public address unless the speech 
were to run for hours. If I might be 
permitted to call attention to one item 
which you overlooked because of short- 
ness of time or fear of drawing out the 
data too extensively, it was the truly 
extraordinary progress which has been 
made by the south since 1900 in the 
business of life insurance and I take 
the liberty of presenting to you the 
story of that exhibit in brief statistical 
summary.” 

Cites Huge Growth 





Mr. Myrick then proceeds to quote 
figures showing the growth of new life 
insurance written and life insurance out- 
standing in ,1900, 1919 and 1927 for the | 
country as a whole and for the south- 
ern states in particular, giving both dol- 
lar and percentage gains. No gain of 
1927 over 1919 was less than 100 per- 
cent and no gain of 1927 over 1900 was 
less than 300 percent, in some cases 
being 1,200 percent. 

He then continued, “This data is most 
striking, as it reaches the very roots 
of prosperity and illustrates what has 
been done by southerners in protecting 


| 


| of outstanding life insurance. 


l Julian S. Myrick of New York 


———= = - = i 


their homes, old age, industry and busi- 
through the itution of life in- 
as compared with the balance 
nation. There is no greater sta- 
bilizer in the development of the eco- 
nomic protection of the country than 
that furnished by the life insurance pay- 
ments for death claims, dividends and 
maturing endowments. Life insurance 
assets invested in loans on bonds and 
mortgages, railroad securities, public 
utilities, government securities, munici- 
pal securities and other _ securities 


ness inst 
surance 
of the 





JULIAN 8S. MYRICK 


amount to fifteen billion dollars. These 
asset investments protect ninety billions 
This vast 
sum, along with the assets of savings 
banks and other financial institutions, 
contribute to an underlying sound finan- 
cial condition which is reflected in the 
larger development, growing prosperity 
and increasing wealth of the country. 
It is endid to see the south taking 
such a large part in the sum total of 
the national progress and wealth.” 


spl 








AVERAGE PREMIUM HIGH 
ON BUSINESS WRITTEN 





A. W. Fischer, one of the agents of 
the Equitable Life of New York in the 
Philip B. Hobbs agency in Chicago, has 
paid for over $2,000,000 insurance during 
the last five years representing 245 cases, 
the premiums for which averaged $48.81 
a thousand. Mr. Fischer leans very 
strongely toward the limited payment 
life form as best serving his clients’ 
needs. His average premium runs very 
high. Owing to other interests Mr. 
Fischer has been unable to devote more 
than a few hours a day to life insur- 
ance. Most of his business is written 
during the evening. He will probably 





pass the million mark this year. His 
record is as follows: 
Av. Prem. 
Year Cases Volume Prem. per $1,000 
1924.. 36 $182.500 $8,396 $46.13 
1925 3 200,500 8,921 44.60 
1926 84 545,500 19,925 36.56 
1927. 45 567,000 33,341 55.88 
1928. 37 681,000 35,642 52.34 
W. F. Grantges Married 
William F. Grantges, former first 


vice-president and general manager of 
the International Life of St. Louis and 
now director of agencies of the North- 
western National Life of Minneapolis, 
was married Nov. 7 to Miss Henrietta 
Geraldine Rohn of St. Louis. After a 
wedding trip Mr. Grantges and his 
bride will make their home in Minne- 





apolis. 





PENN MUTUAL BUSINESS 
INCREASES IN OCTOBER 


The Penn Mutual’s paid business for 
October was 39 percent more than that 
of October last,year. The paid increase 
of the company for the first 10 months 
of this year was 17 percent over the 
same period of last year, compared with 
an average increase of about 5 percent 
for all the companies. Ordinary and 
limited payment life account for 83 per- 
cent of this year’s issues, 13 percent was 
term and the remainder endowment. 
There has been no drive for new busi- 
ness, this larger volume having come 
as a result of the company’s emphasis 
on building manpower rather than 
boosting volume. 

The home office agency under the 
first month of John A. Stevenson’s man- 
agement, October, showed an increase 
in paid business of 79 percent. 


Tribute to American Methods 


Tribute to American life insurance 
methods was paid last week by Sir 
Joseph Burn, general manager of the 
Prulential of England. In his address 
before the London Insurance Institute, 
Mr. Burn said that, unhampered by 
tradition, insurance had achieved a vital 
place in America not equalled in Eng- 
land. He compared methods and results 
in the two countries and urged greater 
recognition for the institution of life 
insurance in England. 
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BANKERS NATIONAL 
CLOSES ITS FIRST YEAR 


HAS TEN MILLIONS IN FORCE 
Company Is Associated With Two 


Others of Same Name—Lounsbury 
Is Directing Head 


Nov. 3 closed the first year of Bank 
ers National Life of New Jersey. The 
first policy was written on Nov. 4 
1927. Final figures show a total oj 


business in force amounting to $10,506,- 
206, representing a total of 8,000 policy- 
holders. Total outstanding business to 
date is $13,000,000. Starting in virgin 
territory with but a home office nucleus, 
the Bankers National Life has estab- 
lished representation in 18 states and 
agency plants operating in 15, a total 
representation of over 300 agents. A 
few of the cities from which a substan- 
tial volume of business has originated 
are as follows: Jersey City, Newark 
and Paterson in New Jersey: Chicago, 
Springfield and Rock Island in Illinois; 
Indianapolis, Bay City, Mich.; Philadel- 
phia and Wilkes-Barre, Pa.; Baltimore, 
Providence, R. I.: Louisville; Toledo 
and Cincinnati, Ohio; Charleston, W 
Va., and northern part of Maine is well 
represented. 
Will Increase Its Plant 


Within the next year a very promis- 
ing agency setup is in store in many 
other localities throughout the states, 
in which the company is licensed. 

This showing is confined almost ex- 
clusively to ordinary business. The 
company is not writing any industrial 
business—with a comparatively small 
amount of group and special “Borrow- 
ers’ Protection” insurance. The major 
part of the business written is on the 
ordinary or straight life basis and long 
term endowment. <A _ special contract 
with flexible features known as “Mod- 
ernized Systematic Savings” plan has 
been one of the most attractive con- 
tracts. 

The average sized policy (ordinary 
only) is over $3,400, which also is 
favorable for a one year old company. 


Company Well Manned 
The company is in the capable hands 


of leading executives well grounded in 
and well known in the 


life insurance 
financial world. Its president, Judge 
Richard N. Lee, is an attorney, a well 


known financier and former leading ad- 
vertising man, and is also chairman of 
the finance committee. R. R, Louns- 
bury, executive vice-president and one 
of the founders of this company, as well 
as Bankers National Life of Jackson- 
ville and Bankers National Life of Den- 
the sister companies of the New 


ver, 
Jersey company, is also president of 
the two last named companies. 

The three companies of the Bankers 
National group show a very rapid 
growth and have increased the total 


business in force from $17,250,000 at the 
opening of 1928 to a total of over $35,- 
000,000 approximately to date. The 
Denver company had in force as of Oct. 
31, 1928—$14,372,000. Jacksonville to- 
tal in force ending Oct. 27, 1928—$11,- 
157.600. 

The Denver company has recently 
moved to Kansas City, Mo., to be more 
centrally located in its allotted territory 
and four new members have been added 
to the board of directors. 





Extends Policyholders Month 


Because it has been impossible for 
many agents who have been with the 
company for a number of years to see 
all of their policyholders in October, 
“policyholders month,” the Missouri 
State Life has extended the campaign to 
Nov. 15. This extension will permit 2 
personal call on every eligible policy- 
holder. 
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\CTUARIES MEET IN __ 
| MID-YEAR SESSION 








LIFE 


|/PENN MUTUAL’S MOVE 
ON NON-MEDICAL RISKS 


GIVES TWO MONTHS PERIOD 


american Institute Members | 














Company Will Allow Additional Insur- 
ance to Be Written During 
November and December 


Penn Mutual policyholders examined 
within the last two years may have non- 
| medical additional insurance between 
Nov. 15 and Dec. This is the Penn 
| Mutual’s first contact with non-medical. 
lt is offered in connection with an in- 
tensive survey of policyholders’ needs 
during policyholders’ months, November 
and December. The company makes 
the period of policyholders’ service two 
months instead of one month, it having 
been found in previous years that one 
month was not long enough in which 
to reach the whole body of its members. 

A valuable kit of service as- 
sembled by the sales promotion commit- 


r 
Lo. 


tools, 


tee, John A. Stevenson, Vincent B. 
Coffin and Miss Mary F. Barber, has 
been supplied to the agencies. Home 


office representatives have held general 
agency meetings in all parts of the coun- 
try, acquainting the general agents and 
a large number of the soliciting agents 
with the program for the service months 
and giving instructions in the use of the 
kit of tools. Special daily bulletins will 
go out for two weeks. There will be 
a continuous reporting and follow-up of 
the work of the agents. Instead of 
merely preparing material and leaving 
it to the general agents unaided to put 
it into use, the home office, through rep- 
resentatives in the field, and through 
printed contacts, will work day by day 
with the agency force. 


Officers Association and the Life Insur- 
ance Sales Research Bureau. The com- 
mittee is of the opinion that if first costs 
are increased by such a campaign, they 
probably will be offset by business in- 
creases. 


Juvenile Forms Attractive 


Companies not currently writing ju- 
venile insurance are becoming increas- 
ingly interested in the form, it devel- 
oped at the meeting. Greater desire for 
the coverage is apparent, and a number 
of the companies already writing the 
form are aware that its by-products are 
large. The business persists well, it is 
reported by companies writing it, both 
because of sentimental and economic 








(CONTINUED ON PAGE 17) 
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EDITION 


|GRAHAM SEES THIS AS 
GREATEST GROUP YEAR 

ANALYZES CLAIM EXPERIENCE 

of 


Life 


New York Comments on Present 


Vice-president of Equitable 


Situation 


YORK, Nov. 8.—Over 

will added this 
to the great total now insured by group 
life insurance and over $1,250,000,000 
added to the huge total of this class in 
force, according to William J. Graham, 


1,000,- 


NEW 


000 employes be year 


second vice-president of the Equitable 
Life of New York. Mr. Graham says 
that 1928 is the greatest year in the an- 


nals of group insurance and he explains 
its growth by reason of its touching the 
heart and necessities of industrial Ameri- 
ca. Analyzing the experience the 
| group department of the Equitable Life 
| tor the first three quarters, he said: 

“An analysis of the claim experience 
of the Equitable for the nine-month per- 
iod, Jan. 1 to Sept. 30, 1928, is inform- 
ing and interesting in this connection. 
During tl period the Equitable paid 
3,718 death claims on group insurance 
policies for an average amount of $3,678. 
Group claim moneys to go to the heart 
the 70.8 percent of the bene- 
ficiaries under these group insurance 
were wives and mothers; the 
balance of 29.2" percent were relatives, 
friends and collateral heirs. 

“What caused various claims? 
Out of each 1,000 claims, occupational 
accidents account for 43, while 79 were 
aused through other accidents, murder 


or 


ls 





ot home. 


policies 


these 





and suicide caused 26 and 852 were 
brought about by the natural causes 
of illness and disease. Tuberculosis, 
paralysis, insanity and heart trouble 
caused most of the natural deaths. The 
higures on occupational accidents are 
most impressive as a testimonial to the 
effectiveness of safety teaching and pre- 
cautions taken for cafety today 


“The Equitable’s death claims for this 
nine-month period total approximately 
$6,240,000. Its total and permanent dis- 
ability claims under grotip insurance 
were approximately $825,000 making a 
total of claims paid under group insur- 
ance during this period of approximately 
$7,065,000, When the low cost of group 
insurance is taken consideration, 
and when it is realized that 41.6 percent 
of employes protected by Equitable Life 
insurance would have left no life insur- 
ance at death, had they not been group- 
insured, the reason for the popularity of 

'the group plan is manifest.” 


into 
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’ Gather in Chicago for Informal 
bury . : 
Discussions 
Bank. BATTENDANCE IS GOOD 
rhe 
OV. 4 
tal ot Bi juvenile Insurance, Unit Costs, Retire- | 
0506 : " 4 
olies ’ ment Plans, American Men Table 
ae - 
ESS to Among Subjects 
Virgin 
cleus 
estab. Excepting the presentation of a paper 
aa disability coverage by Arthur Co- 
tOlal . ° 7 
. A irn, vice-president of the North Amer- 
stan- an Reassurance and president of the 
nated 'American Institute of Actuaries, the 
ware mid-vear meeting of the actuarial body 
cago, : 
noe Chicago late last week was marked 
adel- ily by informal discussion of papers 
nore, MP presented at the annual meeting of the 
yledk . . ‘ : 
— ‘ganization at Des Moines last June. 
well [A it was announced that a prize of 
$100 is to be presented to the man pre- 
senting the best paper on any actuarial 
subject who has been an associate by 
= examination of the institute or other 
os ecredited actuarial body for not more 
ste: than seven years to 1932. The contest 
‘ therefore is for the younger men. 
eX- Two Subjects Well Aired 
The a P ; 
ria The two subjects that were most in- 
nall terestingly discussed were “Relation of 
owe Expenses to the Growth of a Company” 
jor } and “Plans for Development of Juvenile 
the Insurance.” It is a theory of the busi- 
a ness that as a company increases in size 
act the matter of business in force, and 
od- therefore in amount of money invested, 
has insurance unit costs decrease. The most 
on- serious attempt to test this theory, 
however, was broken into by the World 
ary War, which occasioned a period of eco- 
is | nomic stress that prevented accurate 
ny, conclusions from the data assembled. 
; {mong those who talked on the subject 
were J. S. Elston, the Travelers; E. W. 
ds Marshall, Provident Mutual; C. O. 
in Shepherd, Missouri State; Percy H. 
‘ Evans, Northwestern Mutual; M. AI- 
_ bett Linton, vice-president Provident 
aT Mutual. 
d- Mr. Linton touched on the report of 
of the committee on cooperative national 
a advertising presented earlier in the week 
a at the joint meeting of the Life Agency 
21 
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Minister from Canada to U. 8. 





A. J. BROSSEAU, Vice-President 
U. 8. Chamber of Commerce 


RUSSELL HENRY BALLARD 
President Southern California Edison Co, 





NEW ERA OF GROWTH 
SEEN BY DR. HUEBNER 


of Life 
Insurance as Business 


Aid 


Pictures Possibilities 


RANKS WITH FIRE COVER 


Says It Will Outgrow Property Insur- 
ance Lines As Adjunct to Neces- 


sary Operations 


NEW YORK, No s cturing a 
new era of life insurance development 
|! under the banners of the business life 
| insurance, Dr, S. S. Huebner, speaking 
before the first educational meeting ol 
the New York University Life Insur- 
ance Alumni Association here last week, 
predicted that life insurance will some 


day outrank the property coverages ol 
fire and marine insurance in the busi- 
ness world. Citing the importance ol 


and untouched 
ot 


this comparatively new 


field, he outlined the major values 
| life insurance for business protection, 
| showing how the underwriter can cul- 
| tivate this field to best advantage. Over 
600 members of the New York Asso- 
ciation of Life Underwriters and the 
alumni association meeting jointly, 
heard Dr. Huebner sound the call for 
this new expansion. 
Real Worth Is Life 

Dr. Huebner first pointed out that 
| most people have a misconception of 
business operation and business values. 
He said that it is commonly thought 
that business consists essentially of 
property assets, whereas the only real 


| business worth to be found is the money 


| 


| 


MEN PROMINENT IN OTHER FIELDS WHO ADDRESS LIFE PRESIDENTS 


conducts 
business. 


worth of the man who or is 
the key man of that Even 
where there is property value, deduction 
of debts reduces the property remain- 
ing and owned outright to considerably 
than the value of the key 
in the business. This true in 
all businesses and particularly so in 
those cases where goodwill a con- 
siderable item in the lists of assets. Dr. 
Huebner said that the life value asset 
is by far the greatest asset in a busi- 
ness. The lives need the property to 
make them more valuable, but property 
(CONTINUED ON PAGE 30) 


less money 


lives 1S 


is 














DR. ARMISTEAD M. DOBIE 


Professor of Law, University of Virginia 
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I Can't 


et Past The 
Watch-Dog! 


THIS IS A FAMILIAR COM- 
PLAINT, PARTICULARLY 
FROM THE NEW APPOINTEE 
OR THE SALESMAN WHO 
WORKS IN THE CITY. TO- 
DAY’S MAN OF _ BUSINESS 
SETS UP STIFF BARRICADES 
BETWEEN HIS PRIVATE OF- 
FICE AND THE INFORMA- 
TION DESK WHERE VISITORS 
CALL. ONLY THE TACTFUL 
OR THE WILY CAN GET PAST 
THE GUARDIAN OF THE 
GATES. 


American Central Representatives 


Receive Invitations 
to Call 


THE AGENTS’ SERVICE BU- 
REAU TAKES THE UNINTER- 
ESTED PROSPECT, INTRO- 
DUCES THE COMPANY AND 
A DEFINITE FORM OF LIFE 
INSURANCE TO HIM, RE- 
CEIVES AN INVITATION TO 
“SEND YOUR REPRESENTA- 
TIVE,” AND PASSES THIS 
VALUABLE LEAD ON TO THE 
FIELDMAN. AND THE SALE 
IS HALF MADE BEFORE THE 
INTERVIEW OPENS! 


(Just one of the many reasons why American Central 


representatives are happy and successful.) 

















DISABILITY EXPERIENCE 
ANALYZED BY DR. PAUL 


Associate Medical Director of 
Aetna Life Comments on Pres- 
ent Situation 


NOW VITALLY IMPORTANT 


Results of His Company and Many 
Others Shown in Talk Before 
Association 


NEW YORK, Nov. 8.—Disability 
benefits were analyzed from a medical 
department standpoint by Dr. George 
P. Paul, associate medical director for 
the Aetna Life, in his address before the 
annual meeting of the Association of 
Life Insurance Medical Directors in 
New York. Dr. Paul said, in part: 

Aetna’s Experience Cited 


“At the suggestion of the medical 
board, our company appointed a commit- 
tee for the purpose of making a com- 
plete and exhaustive investigation of the 
subject as to this company’s experience 
and that of other companies issuing 
disability insurance in all forms, this 
committee to report their findings and 
recommendations to the general under- 
writing committee. During the eight 
months duration of this committee on 
disability it collected and reviewed very 
much material obtained by means of a 
questionnaire, by discussion with under- 
writing executives of certain life insur- 
ance companies, and by conference with 
representatives of some of our local 
companies. A questionnaire was sent to 
1? representative life insurance com- 
panies. 

“In our investigation it has been devel- 
oped that some companies are carefully 
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considering revisions in their disabjjs 
underwriting. We found that upon nex 
all the points under consideration the 


formity of opinion among companies 
this time. Each company continues; 
be governed largely by its own opi 
ion because there do not seem to } 
sufficient facts to indicate without qu 
tion that any particular course of act 
should be followed. 


Information Desirable 


“In reviewing the material which w 
collected, a number of items were form 
lated and analyzed: No. 1—A quest 
in the application asked for the toy 
amount of income disability benefit ; 
force on applicant’s life under all jj 
and health insurance policies. 

“Of the 17 companies investigated. ni 
had a specific question along this line; 
their application. Four other compan 
do not include a specific question but 
fore final approval of the application « 
deavor to obtain such data. Nearly d 
the companies agree that it would } 
desirable to have information regarding 
the total disability coverage in force ani 
to be applied for if it could be satisizx 
torily obtained. 

“If over-insurance is to be avoide 
and it seems right that this should & 
the case, then the insurer should har 
knowledge as to the amount of disabilin 
coverage extant and that being appli’ 
for by the applicant. Over-insurance # 
the direction of disability coverage he 
occurred in the past and we have even 
reason to believe that the future wi 


Disability income insurance should n¢ 
be looked upon as a bounty or a luxuy 
but should be considered as it is it 
tended, a partial protection against los 
of earning power during physical dis 
tress and disability. 

“No. 2—A question in the applicatio 
asking if the applicant has ever receive 
or applied for benefits under health ir- 
surance or the disability provisions ¢ 
life insurance. Five out of 17 companies 
ask such a question. We feel that a query 
of this nature is quite necessary. It 
answer may act as a checkup in partt 

















ROLL CALL CUP WINNERS OF ALAMO LIFE 








For the past three years the Alamo 
Life of San Antonio, Tex., has desig- 
nated September as roll call month, each 
agency district attempting to have every 
agency in the district answer roll call 
month with an application. A large cup 
was put up three years ago to be awarded 
to the district winning it three times. 
The central Texas district, under the 
supervision of H. L. Copeland (appear- 
ing in the center of the above picture) 
has won the cup three consecutive years. 





F. O. Gregg of north Texas, on his left, 








holds the consolation cup for his district, 


having taken second for September, até 
C. R. Wallace of south Texas, on his 
right, holds the cup for his district, tak 
ing third place. 

The Alamo Life has its home office 
the farthest south of any old line com 
pany in the United States. It has al 
ready produced this year close to $5,000- 
000 of business and will close the ye# 
with close to $11,000,000 in force 
Graham Dowdell is president and Harty 
D. St. John is active vice-president and 
agency director of the San Antoni 
company. 
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Jovemb 





perienced the forgetfulness of appiicants 
sho a few weeks or months previously 
nade a health, accident or disability 
lam and were indemnified for such 
Hisability but who a little later when 
pplying for life insurance with the 
Hisability clause have entirely failed to 
emember a Claim of more or less recent 































Hate. 

“No. 3—A question asking for amount 
f earned income exclusive of invest- 
nent returns. Sixteen of the companies 
stated that the amount of the disability 
ncome granted by them was based upon 
he earned income of the applicant; 
whereas the other companies said with 
hem the total income was the basis. 
he practice of using the earned income 
4s the foundation upon which to deter- 
imine the extent of disability income 
Fssue is about unanimous. How shall 
he information be obtained? Some be- 
lieve that it should come through the 
retail and financial reports; others say 
that the agent should get the data, not 
directly from the applicant but in other 
ways: a few say the question should be 
directly asked the proposed insured and 


that the answer become part of the 
application. 

Vary on Percentage 
“Of the 17 companies, 10 limit the 


amount of disability income granted to 
$3,000 per year, and seven companies 
will issue to the limit of $6,000 per 
year. The percentage of the earned 
income which the companies undertake 
to cover with the disability income 
clause greatly varies. Two companies 
issue only to a maximum of 50 percent, 
four to 60 percent, four to 667% percent, 
one to 70 percent, two to 75 percent and 
one to 80 percent. In practically all 
instances those companies issuing a 
maximum more than 60 percent have a 
sliding scale and the higher percentages 
are applied to risks of small amounts 
and to younger persons who have appa- 
rently not reached the peak of their 
earning power. 

“No. 4—Maximum limit of total dis- 
ability income coverage in all companies. 
Ten companies have no fixed rule while 
the other companies have a total maxi- 
mum limit varying from $6,000 to $20,000 
per year. From these figures it wil be 
seen that some companies are attempting 
to prevent over-insurance of the earning 
power. Over-insurance of the earning 
power is a matter that will soon demand 
greater study and attention. 


Occupational Hazards Considered 


“No. 5—The issue of disability income 
benefit on non-medical insurance. All 
of the companies of our group which 
issue non-medical insurance will ineor- 
porate the disability income clause in 
policies of such types. We have for an 
extended period declined to grant this 
form of insurance without a medical 
examination. 

“No. 6—Occupational disability haz- 
ards. A number of companies regard 
certain occupations as unfavorable for 
disability coverage although eligible for 
standard life insurance. Those regarded 
unfavorable by the different companies 
are shown in the abstract and the follow- 
ing occupations appear to predominate: 
Farmers, professional men, school teach- 
ers, actors, authors, etc. 

“In some cases such as farmers, cer- 
tain companies regard them as having a 
mortality better than the average and, 
therefore, are willing to grant standard 
disability coverage believing that the 
extra cost of the disability coverage will 
be offset by the savings in mortality 
cost. 

“There is some difference of opinion 
regarding students in college. A num- 
ber of companies grant income disability 
benefits to male students for compara- 
tively small amounts. A few companies 
regard them as undesirable risks for in- 
come disability until they have entered 
Some occupation after leaving college. 
The question of the possibility of a 
student entering into an occupation 
which would be undesirable for disabil- 
ay insurance must be considered, also 
the fact that a number of students spend 





Prtiet San Git 
Policy No. 1,000,000 
of the Union Central 


RESIDENT JOHN D. SAGE of 

the Union Central Life was awarded 
policy 1,000,000 by that company. A 
number of demands had been made for 
this particular number but some time 
ago it was felt appropriate to have Mr. 
Sage himself given this number. The 
policy was presented in Mr. Sage’s of- 














SAGE 


JOHN D. 


fice by John L. Shuff, manager of the 
home office Cincinati agency. Robert W. 
Flynn, registrar, was present and signed 
the policy. Requests came from all over 
the country for this policy. Policy 999,- 
999 was awarded to Charles B. Knight, 
manager in New York City. Policy 
1,000,001 was given to a man in Savan- 
nah, Ga. Another interesting feature 
this fall in connection with the Union 
Central is the fact that when the Sep- 
tember books were closed it was found 
that the total insurance in force had 
passed $1,500,000,000. 





considerable time in traveling and other 
pursuits after graduation before obtain- 
ing a regular position, 

Exeess Ratings Vary 


“No. 7—Substandard ratings for dis- 
ability income insurance. Ten of the 
17 companies will grant the disability 
income provision at increased rates. 
These rates vary from 1% times the 
standard rates to 2% times the normal 
rates. Some restrict the extra ratings to 
occupational hazards, whereas others 
will issue on this plan to those with 
medical impairments. A few will not 
extend disability benefits to any who 
are not standard life insurance risks, 
Three companies issue to women only at 
increased rates. Five of the companies 
cancel the disability income provision 
of policies of women at marriage. 
Three companies terminate the benefit to 
women at 55 years of age and one at 
50 vears. Two companies increase the 
waiting period to women to 135 days and 
six months respectively. Another com- 
pany reduces the monthly income to 
women to $5 per $1,000 of insurance and 
also incornorates the six months waiting 
period and terminates the benefit at age 
of 50 vears. We recommend that the 
disability income provision be granted 
only to women who leave their place of 
residence and go to a fixed place of 
employment daily, and to limit the maxi- 
mum amount to $100 monthly.” 





Holds Indianapolis Sales School 


Hugh B. Grogan, director of the sales 
research department of the John Han- 
cock Mutual, has completed a_ sales 
school in the offices of the Indiana 
agency at Indianapolis. 
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Pioneering 


Progress always requires pioneering. Someone 
must take the first steps, must lead in the ex- 
ploring of new fields, must “go before and re- 
move obstacles for those who follow.” 


In order to fulfill its obligation to humanity, life 
insurance must seek new ways of service, in ad- 
dition to extending the old. And so it must have 
pioneers. The New York Life has always rec- 
ognized this obligation. 


Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


After a long and intensive study of declined 
cases, it found that special rates could be calcu- 
lated, permitting, with safety, the acceptance of 
many risks which previously had been rejected. 


On July 1, 1896, the Company issued its first 
sub-standard policy. Since then, the writing of 
insurance on impaired lives has been a part of 
the New York Life’s regular service to the 
public, and has gradually been adopted by a 
majority of the larger companies. 


To-day, Nylic Agents are enabled to 
obtain insurance for approxi- 
mately three out of every 
five clients who other- 
wise would be 
declined. 





NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
34 BROADWAY, NEW YORK 
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There’s worthwhile beauty 
in these business-like 
desks of steel 


GOOD looking office undeniably 
radiates prosperity. It creates a 
pleasant, business-like atmosphere, that 


bespeaks dignity, efficiency, success. 


GF desks of steel, with their beauty of 
line and deep rich finish, go a long way 
towards making an office attractive and 
altogether liveable. 


In the private office, or the larger general 
office, they contribute not only good 
looks, but exceptional utility and the 
lasting durability that only steel can 
possess. And the restful Velvoleum top 
is an ideal writing surface. 


These are reasons why such fine desks 
have won places in the offices of so many 
firms whose names are household words 
throughout America. 


Another reason is this—their cost is 
exceptionally low. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio Canadian Plant, Toronto 
BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 


The GF Allsteel Line: Safes « Filing Cabinets « Sectional 
Cases - Desks « Tables .« Shelving « Transfer 
Cases . Storage Cabinets . Document Files . Supplies 





OFFICE EQUIPMENT 


Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING COMPANY - Youngstown, Ohio %-- 


Kindly send me a copy of the GF Allsteel Desk Catalog. 














Name Firm 
Address 
City ‘\State. 





















INTERESTING CASE OF ATTEMPT TO 
DEFRAUD REVEALED BY GALLOWAY | 


ame livin, 
keeps a 


——, | 






he attend 
during his 





Galloway Service in the Monad- 

nock block, Chicago, gives a very 
interesting story in connection with a 
fictitious death claim. The correct names 
are not used in the story, but it is 
a gripping one, showing the lengths to 
which people will go in their attempts 
to impose on insurance companies. 

In May, 1927, John Doe, a resident 
of Chicago, obtained a $1,000 life policy. 
In Februaary, 1928, the company re- 
ceived notice of “death” of the insured 
and a request for proof of death blanks. 
It was claimed that the insured left Chi- 
cago during September, 1927, and went 
to Italy. The reason for making the 
trip could not be ascertained. Even the 
“widow” of the insured failed to give 
any plausible reason for the trip. 


G Gatew S. GALLOWAY, head of 


Information from Italy 


On Jan. 30, 1928, a supposed brother 
of the “widow,” writing from a small 
town in the interior of a well known 
section of Italy, to his sister in Chi- 
cago, conveyed the sad news that the 
insured had arrived there with influenza 
which developed into pneumonia and 
resulted in death Jan. 1, 1928. It is in- 
teresting to note that the informant was 
so overcome with grief over the death 
of his brother-in-law that he was un- 
able to notify his sister of her loss for 
30 days after the “death” of the insured. 

Galloway 

When the notice of death was re- 
ceived, the insurance company directed 
George S. Galloway, Inc., with offices 


Started Investigation 


make an 
Chicago. No information was obtain- 
able, except the general report of the 
death of the insured based on the letter 
from Italy, referred to. There was some 
information indicating that a misstate- 
ment of age had been made in the ap- 
plication for insurance. The report of 
this investigation suggested the desir- 
ability of an investigation in Italy. The 
company immediately authorized the 
Galloway company to continue the in- 
vestigation, 
Inquiry Made in Italy 


Inquiry in the town in Italy where 
the death was reported from revealed 
that no one there had ever heard of 
any such person having died there. By 
the time this was reported to the in- 
surance company, complete proof of 
death statements had been received 
from the beneficiary. Photostatic copies 
of all the papers were sent to the in- 
vestigation company with instructions 
to make further efforts to ascertain 
why the documents had been viséed by 
an American consulate if not authentic. 

Report of Galloway Service 


The final report of the Galloway Serv- 
ice from ———, Italy, was as follows: 

“The municipality of S——— is 18 
kilometers from the nearest railroad, 
thus, making it necessary for me to use 
an automobile to go there. On my 
arrival there I was received very cor- 
dially by the municipal authorities, who 
were the podesta, Mr. C ; the 
judge of the district of M . under 
whose jurisdiction the city of S— 
lies, G— P—~——-; and the secretary 
of the municipality, F G ' 
They apologized for not having replied 
to my letter dated Aug. 21, 1928, but 
stated that the delay was due to the fact 
that they were making an extensive in- 
vestigation. 

















Said Documents Were False 


“They immediately stated that it was 
their conclusion that all of the docu- 
ments were false; that no person of the 
name and reported parentage of the in- 


in the Monadnock block, Chicago, to | 
investigation of the case in| 


—F person. ¢ 
the reported date of birth of the “4.fue?™* ' * 
ceased.” This man still lives the, tei 
His father’s name was the name , “The R 
that given for the father of the «Maid to ha 


ceased, but the name of his mother ya 
unknown to the authorities. The copix 
of birth and death certificates wep 


o the dea 
s——, t 


the circun 


made out on military forms, instead ¢fpamed S- 
the civil forms as required. Furthe.Miture appe: 
more, the military form used was no Miitificate. 

an exact replica of the military fom i%document 





Srure nor | 
} do with tl 
Medeath cert 
: “i Me registered 
“The signatures were viséed by th ‘ ist of the 
sindaco, although there has not been, i 591. This 
sindaco in office in S— for the lay : same es t 
two years, as that office, like other elec MR jarts. a a 
tive offices, has been abolished through§%,- yolume 
out Italy. The administrative officer (ff 


now in use. It was then an obsoley 
form or one composed by the forger 


Vise Was a Forgery 








the municipality is now called the po. neue " 
desta. Furthermore, the person whos fm “As a tf 
signature is affixed as “Sindaco Y.§jing the gu 
Oddo,” never occupied that office, by fithat the 1 


Pa their posit 
tion of the 
edge of th 
such as C 
resident oO 


of its affa’ 
= It also se 
fact that 


was an assistant in the office of the s 
daco 18 years ago. 

“There is no such person in S 
as S———- G———- whose signature ap 
pears as “Ufficiale di Stato Civile.” Th 
man whose signature appears as vice. 
prefect does not occupy that office ani 
never has. 


Forger Made Serious Mistake - 
of the sch 


resident | 
states nov 
of the to 


“The forger made a serious mistake 
in the seal he used. The lettering in 
the outer ring is nearly correct, but is 
the interior of the seal he places th 
royal crest of the crown of Italy in 


nicipality 


stead of the coat of arms of the city MODERI 
of S———, which should be there. ia SHO 
There are inclosed, facsimiles of the old 

and new seals of the city of S—— “The m 
In this connection it should be noted B® contributc 
further that the name of this city was to provic 








changed in 1923 from S——— Z—— amount v 
to S———- di S —. The use of al employes, 
forms and seals containing the old rector of 








sured was born there on the date given. 
A man having the same name as the | 





insured was born there 15 years before | 


name is said to have been discontinued § 
at that time. All of the documents 1 & 
this case bear the old name. 


Equitable 

before a 
dustries © 

S explaining 
sion plan 


Use of Consular Vise } 
“The last point applying to all of the BR «;, 





sho 
documents relates to the so-called con- BH j,. ore 
sular vise. I have been unable to @& BR povajued 
certain exactly how this was done BR ound 
However, the rubber vise stamp is not BR «The § 
now used for the purpose of legalizing nuntly tn 
documents nor is it known to have ever future se 
been so used. The forgery of the sig- dividually 
nature of the American vice-consul i out of tt 
charge at ——— is very well done m- the busi: 
deed. So well done, in fact, that Mr state, it 
——— himself can detect no difference mutual i 
between the false signature as it ap “Tf all 
pears on the photostatic copies and his as has 
own signature. It is evident the guilty whether 
person showed great ingenuity at_ this : or had m: 
point as he secured a number of differ } ing years 
ent specimens of the signature of Mr BR have. at - 
——— to use as models. reasonab 
Rubber Seal of Consulate age 
“What purports to be a rubber seal pier been 
of the American consulate at ——— condition 
Italy, also appears on the so-called vise FR ecg of 
It is impossible for anyone to say from drifters 
the impression as it appears on te “Unfor 


photostatic copies whether this seal ' } 
a genuine one, which may have bee? § 
stolen from the consulate at some time H 


conditior 
employe: 
toward | 












in the past. or whether it has been fab- ane of | 
ricated. However, it may be observed BP extent 4 
that the coat of arms on the seal is? Te can ho 
little too good and that it is in fact ideal anc 
rather better in detail than an mmpres- by the 
sion secured from genuine seals now ™ employe: 
use in the consulate. with th 
Persons Fictitious ment ag 
“There are also some comments 0 yr 
he made on these insurance documents a 
individually. D — M——. who Allen | 
said to have kept a rooming house ™ oe the | 
which the insured died, is a fictitious on a 





that 





person. There are two men of 











9, 19% 
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ame living in S and neither one 
(Meeps a rooming house. Dr. 

- «whose signature appeais as 

AY Pibhe attending physician of the insured 
| Pakiuring his fatal illness, is a fictitious 
=———person. There is no doctor of that 
Mame in S— 











1e 

he Further Forgeries Revealed 
me x “The Rev. S C , who is 
he dfilicaid to have administered the last rites 


er walllito the dead man, is, in fact, a priest at 
CopisiS———, but denies any knowledge of 
werithe circumstances. There is a person 
ead named S whose signa- 
urthe.M/ture appears on the undertaker’s cer- 
as noftificate. However, the signature on the 
- fornfiidocument does not resemble his signa- 
bsolex ture nor has he ever had anything to 
rger. Pido with the undertaking business. The 
"death certificate states that the death is 

; registered in Series 5, Volume 2, Part 

ny Ue im ist of the records of 1928, as number 
een 2597, This description is entirely ficti- 
1¢ ltBtious as these records are but in two 
t elec arts, a and b, and there are no series 








‘Ought RE or volume numbers. 

cer oj 

e te Must Have Been Former Resident 
whofe “As a further possible means of trac- 
0 Ving the guilty person, it should be noted 
e, b that the municipal officers stated it as 
le their positive opinion that the falsifica- 


tion of the documents showed a knowl- 
edge of the affairs of the city of S 
such as could only be possessed by a 
resident of that city with a knowledge 
of its affairs over a considerable period. 
It also seems evident to me, from the 
fact that the former name of this mu- 
nicipality was used, that the originator 
of the scheme must have been a former 
resident of S residing in the 


4 
i 
ng i states now, and since before the name 
| 
- 








of the town was changed.” 





MODERN PENSION PLAN 
SHOULD BE CONTRIBUTORY 





“The modern pension plan should be 
contributory unless the employer is able 
to provide a pension of substantial 
amount without contributions from the 
employes,” said G. Powell Hamilton, di- 
rector of pensions and annuities of the 
Equitable of New York, in an address 

f before a meeting of the Associated In- 
 dustries of Massachusetts in Boston. In 
explaining further the value of the pen- 
= sion plan Mr. Hamilton said: 

“It should be contractual. It should 
be sound at its inception. It should be 
revalued periodically. It should be kept 
sound, 

“The funds should be provided an- 


noted 
was 


o 
° 
3 
—_ 


am nually by spreading the cost over the 
es tuture service life of each employe in- 
1 in dividually. It should be funded and 
e~ = out of the reach of the vicissitudes of 
Me = the business. To approach an _ ideal 
a, ae «State, it. should be underwritten by «a 
on mutual insurance company. 

a B86 “If all employers had ideal plans such 
ba as has been defined, every employe, 
this whether he stayed with one employer 
an had many employers during his work- 
- y ing years, would, if he worked steadily, 
“ Be have, at a normal retirement age, a very 


reasonable pension and, whether he 

worked steadily or not, would have at 
la- + . . 

a! least the equivalent of an annuity for 





a m cach year he had worked. If this ideal 
ise. i condition could ever be attained, the 
om need of state old age pensions for the 
the a drifters could never obtain. 
* “Unfortunately, however, economic 
fe conditions and the wish on the part of 
me ff employers to make their contributions 
ab- i toward pensions dependent on persist- 
ed Me «fhCe of employment will delay to some 
a ae CxXtent the realization of this ideal. We 
act Ma $2", however, work toward such an 
es. ideal and, even if the annuity provided 
a by the employer be not vested in the 
employes unless said employe remain 
with the employer till normal retire- 
ment age, we have gone a long way 
to toward our goal of contributory pen- 
its s10ns.” 


. oe Allen I. Schwartz, Inc., general agents 
im By) for the Reserve Loan Life at San Fran- 
$ cisco, are moving to new offices in the 
yuarantee Trust building. 
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JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 
We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 
Greatest Illinois Company 


1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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TO MEET IN JANUARY 


General agents and representatives of 
the Brooklyn National Life will gather 
at Asbury Park, N. J., the first week 
of the year, to discuss plans for the year 
and also to celebrate this year’s accom- 
plishments. Qualification for the meet- 
ing will be based on production during 
the President Bayes testimonial drive 
which will be held the first three weeks 
in November. The meeting itself will be 
held at the Berkeley Carteret Hotel in 
Asbury Park, Jan. 3-4. 

Kk ok kK 
WARN OF BIG POLICIES 


Big policy underwriting was given 
public consideration in a feature article 
in the magazine section of the New 
York “Evening Post” last Saturday, 
Clinton Davidson, president of the Real 
Estate Planning Corporation of New 
York, and William H. Dallas, under- 
writing manager of the Aetna Life, be- 
ing extensively quoted on the subject. 
A warning note was sounded as to ten- 
dencies in this connection and it was 
predicted that very notable tightening 
up will be seen in all company ranks in 
the near future, in so far as the jumbo 
lines are concerned. Mr. Davidson re- 
cently made a study of the problem in 
connection with the proposed organiza- 
tion of a new reinsurance company, so 
that he knew of the actual experience 
now reported in both direct writing and 
reinsurance offices. Recent unfortunate 
experience on the part of reinsured busi- 
ness has led to tightening up of such 
facilities and thus direct writing offices 
are turning to large lines much more 
carefully than in the past. Mr. David- 
son also cited a number of cases to show 
a real hazard involved. One was of a 
man who held $4,000,000 life insurance 


| AS SEEN FROM NEW YORK | 


By C. C. NASH, JR. 
—=(Nash of the National)———— 


wy 





as an investment banker, whereas he 
was but a bond salesman. In financial 
straights, he was found dead, with a 
shot-gun wound in the head. Another 
case was of a $2,000,000 policyholder 
whose annual income was only $90,000, 
while the policy premium was $97,000 
annually—and he was found dead in a 
closed garage. Another $2,000,000 pol- 
icyholder, without funds sufficient to pay 
the premium, was killed in an elevator 
shaft fall. Mr. Davidson particularly 
referred to the pressure brought on un- 
Gerwriting offices by the agents writing 
such lines, sound underwriting often giv- 
ing way before business getting pro- 
clivities, 
*k 
00,000,000 


POLICY 1 


Policy number 100,000,000 was issued 
by the industrial department of the 
Metropolitan Life last week. This was 
15-year endowment contract for Donald 
C. Schneider, 11 year old policyholder 
of Cedar Grove, N. J., and calls for pay- 
ment of $160 at maturity. This 100,- 
000,000th policy was issued but 49 years 
after the first was issued, that being 
written in November, 1879. Reflecting 
the tremendous volume of this class of 
business today, during the one week 
when this 100,000,000th policy was is- 
sued, 73,779 other industrial policies 
were issued by the home office of the 
Metropolitan. The total insurance rep- 
resented by the huge total of industrial 
policies of the company is about $14,- 
750,000,000. 

* x 
KEFFER GIVES “RULES” 


Clear thinking, plain talking and en- 
thusiasm are the three essentials to suc- 





cessful salesmanship, according to R. H. 
Keffer, New York general agent for the 


Aetna Life. Mr. Keffer, in this week’s 
message to agents and brokers using 
his office, thus sums up the field of life 
insurance sales work. He cited Ruskin’s 
statement that the first thing any man 
can do is to “understand a subject clear- 
ly and then tell it plainly.” He said 
that the presidential campaign has 
clearly marked this as an era of “clear 
thinking, plain talking and the power 
of personality.” Mr. Keffer said that 
the big life underwriters have nothing 
complex about them, they are not “high- 
brow” or technical. They are clear 
minded and strong hearted. They have 
a message and broadcast it with a sim- 
plicity that makes it understood and an 
earnestness that makes it irresistible. 
He presented two thoughts for the 
month: “The biggest personal producer 
life insurance has ever known came over 
in steerage as an immigrant and didn’t 
know there was such a thing as life in- 
surance, but when he found it out, life 
insurance became his religion; every 
man who reads these words has all the 
qualities needed to make him a great 
success and big money earner in this 
business.” 

* x 
POLICYHOLDERS 


* 
TO ADDRESS 


Plans for moving home office head- 
quarters into the new skyscraper edifice 
at Madison Square are now being 
rounded out by the New York Life and 
Darwin P. Kingsley, president of the 
company, will extend a message 
throughout the country in celebration of 
the event. The offices will probably be 
moved Nov. 14 and by the end of the 
month, the full machinery in the new 
structure will be in operation. On Dec. 
12, the building committee of the New 
York Life will give a small dinner in 
the new building in celebration of the 
completion, occupancy and opening of 
the building itself and at that time Presi- 
dent Kingsley will speak for half an 
hour to the policyholders of the country 
over an extended radio hook-up. This 


November 9, ig) 





the Life Presidents’ Association 
other national insurance gatherings 
New York and many notables of 4 
business will be present. Agents x» 


—=> 


the opportunity to head Mr. 
talk, 


Kingslp 


* * * 
STEBBINS ON THE COAST 


Arthur W. Stebbins of New Yor 
president of the brokerage firm of Ste 
bins, Leterman & Gates, million dolly 
producer and “Insurance King of Hol} 
wood,” so designated by Jackie Coog, 
some years ago, left last week for a yi 
in California. Mr. Stebbins and his fap. 


ily left for Los Angeles in compa 
with Al Jolson, famous comedian ay 
movie star, who is among his rece 


accessions as million dollar policyholé 
ers. The trip wili be both pleasure a 
business for Mr. Stebbins, the latter ey 
denced by his intention of returning ; 
his New York office with three or for 
millions of new business to make this 
record year. 
ee @ 
INSURANCE “MYSTERY MAN” 


Charles P. Rogge, New York's “my: 
tery man” of life insurance has steppe 
slightly nearer to the limelight than k 
has hitherto been known to permit hir 
self and he is now 
circle of readers of “Forbes’ Magazine 
as an aggressive salesman who has: 
forceful and intensive approach. Tabul 
tion of his achievements is yet shroude 
in mystery and, while it is conceded 
that he is a million dollar producer i 
this, his first year in the life insurance 
business, it is not known how man 
times over he is so to be classed. |: 
was reported that during the testimoni 
drive to Vice President K. A. Luthe 
of the Aetna Life, for which compan 
he is agent, he wrote $1,500,000 in tw 
months and the following month, 
another testimonial to his own gener 
agent, R. H. Keffer, it was reported tha 
he wrote some $3,000,000. As _ thos 








will be on the eve of the meeting of 
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On November 4, 1927 


On November 3, 1928- $10,506,000 


Of Paid For Insurance Outstanding 


Do you realize what that record indicates? 
There must be something attractive about the Bankers National 


If you are not as well situated as you would like to be, write today, in 


confidence, to 


BANKERS NATIONAL LIFE 
INSURANCE CO. 


Trust Bldg., Journal Square, Jersey City, N. J. 


First Policy Issued 
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NTERESTING CASE WAS 
DECIDED IN DETROIT 








ORDERS POLICIES CANCELLED 





Nudge O’Brien Hands Down Decision 
When Contest Was Made on 
Ground of Fraud 





Walters, Hicks, Carmichael & Head, 
well known insurance attorneys at De- 
troit, have digested an interesting life 
‘surance case in a decision handed 
down by Judge Ernest A. O’Brien of 
the Circuit Court of Wayne county 
(Detroit). The firm tells about the case 
as follows: 

“Charles Elson and two partners 
composed the Hand Baking Company. 


lM They inaugurated the practice of taking 


out insurance on employes whom they 
claimed were partners. Insurance in 


the aggregate amount of approximately 


$125,000 was taken out on three em- 


B ployes who were represented to be 


4 


newt 










partners. These three men all died from 
alcoholism. Collections of insurance on 
the first so-called partner were easily 
made, notwithstanding that he died un- 
der conditions indicating delirium tre- 
mens. The original death certificate so 


© recited, but the cause of death as origi- 


nally set out in the certificate was 
changed by an alleged physician who 
could not be located, and a disease in- 
serted in its place and stead as the cause 
of death. Following that two other 
persons were selected as beneficiaries 
and they didn’t live long. Both died 
as the result of too free use of alcohol, 
one dying on a pile of flour bags in the 
basement of the bakery. 


Great West and Sun Interested 


“The Great West Life of Winnipeg 
and the Sun Life of Montreal were on 
these parties, the Sun Life having very 
substantial policies, the Great West hav- 
ing a $15,000 policy. 

“In almost every instance, the Hand 
Baking Company or some one of the 
partners was named beneficiary. Stan- 
ley Bogacki was insured by the Great 
West and Lucash Cap by the Sun Life. 
Gross misrepresentations were made in 
respect of the health of these parties, 
but the incontestable clause in the Great 
West policy operated against such de- 
fenses. We filed a bill for the Great 
West asking that the policy be deliv- 
ered for cancellation on the ground that 
Stanley Bogacki was under guardian- 
ship as a spendthrift at the time of the 
alleged partnership arrangement, and at 
the time he applied for the policy and 
could not make a valid contract. We 
also contended that he was not a part- 
ner, and that there was no partnership 
arrangement with him; that he was a 
mere employe and that the partnership 
arrangement was fictitious. We also 
asked for damages because of the fraud. 


Trial Lasted Six Weeks 


“On the trial, which lasted some six 
weeks, we were permitted to go into the 
general subject of insurance, and succeed- 
ed in showing that the life insurance end 
of the Hand Baking Company activities 
was a most important one; that it had 
named parties improperly as partners, 
who were merely employes; that the 
whole plan was a conspiracy for the 
Purpose of procuring insurance on ex- 
tremely poor risks. 

“Judge O’Brien has just rendered a 
decision ordering the cancellation and 
surrender of the Great West policy and 
granting damages to the company to 
the extent of the premiums paid on the 
policy of approximately $3,000. In view 
of the fact that companies ordinarily 
feel it to be advisable to tender back 
the premiums paid when they seek can- 
cellation on the ground of fraud, the 
decision in this case is of special inter- 
est. It is also of interest, we think, be- 








cause the only real ground of attack 
open to the Great West was the simple 
fact of lack of insurable interest, be- 
cause of pretended partnership only and 
because of procurement of the insur- 
ance by Elson, the beneficiary, instead 
of by Bogacki, the insured, and the 
signer of the application. Elson paid 
all the premiums on the Bogacki policy. 

“The incontestable clause had not 
run against the Sun Life, and in the bill 
we filed for that company, asking for 
the cancellation of the policies, we set 
up misrepresentation as to other insur- 
ance, condition of health, etc., as well 
as the pretended partnership relation.” 
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(CONT'D FROM PRECEDING PAGE) 
associated with him will not speak for 
him and he himself turns to stone at 
sight of a newspaper representative, no 
one can say whether he is a mere million 
dollar writer or whether his total for the 
year is, or will be nearer $6,000,000 to 
$10,000,000. Enough is said, when it is 
stated that he was a find of Mr. Keffer’s 
that has proven its worth and he is one 
of the outstanding producers of the 
countrv. As the article in Forbes’ Mag- 
azine pointed out, Mr. Rogge is not a 
“go-getter” by type, though he is assur- 
edly so by results. He is reticent, re- 
served, modest and withdrawing, yet 
he has the assurance of his program and 
is turning in jumbo lines in such abun- 
dancy that the underwriters are hard 
pressed to check them all. 

+ 2 @ 
HUEBNER WILL LECTURE 


Dr. S. S. Huebner, professor of insur- 
ance and commerce at the University of 
Pennsylvania, will give a series of lec- 
tures in New York in January, under the 
auspices of the National Bank of Com- 
merce of New York, the meetings to be 
held in Chamber Hall of the Chamber 
of Commerce. The first lecture will be 
Thursday, Jan. 3, the others to be Jan. 
10, Jan. 24 and Feb. 7. 





DEMANDS OTHER SECURITIES 





Illinois Department Insists on Elimina- 
tion of Iroquois Trust Stock 
in Sheridan Life 





The Sheridan Life of Chicago, which 
was recently examined by the Illinois 
department, has been given to Nov. 9 
to make objections to features of the 
report which are not favorable. The 
Sheridan Life was promoted by Mercer 
E. Daniels. He interested a group of 
Evanston, IIl., people in the enterprise. 
It was proposed to move the home of- 
fice to that city. Serious complications 
arose after the company was licensed 
resulting in Mr. Daniels being de- 
throned. D. F. Campbell, the Chicago 
actuary, was employed to endeavor to 
straighten out the tangle. 

The Sheridan Life was taken over by 
the Iroquois Trust Company, 105 West 
Adams street, Chicago. Harrison Park- 
er, who has figured conspicuously in a 
number of enterprises, has a_ holding 
company which owns the Iroquois Trust 
which is an investment house. It seems 
that the Illinois department has ob- 
jected -to the Sheridan Life owning a 
comparatively large block of stock of 
the Iroquois Trust and has demanded 
that other securities be substituted. J. 
J. Butler, treasurer of the Sheridan Life, 
is an officer of the Iroquois Trust. The 
Sheridan Life is issuing a “receding 
term policy” to protect installment buy- 
ers of units of trust investments. 


Secrist Joins American Savings 


John A. Secrist has been appointed 
superintendent of agents for the Ameri- 
can Savings Life of Kansas City, Mo. 
For several years he was associated with 
the International Life at Oklahoma City 
as agency supervisor. 
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CHARLES 


SMITH, General 
Agent, Central 
Life Assurance 
Society, (Mutual) 
Sioux (ity, lowa 





im Seventeen Years 


One Contract 
One Company 





A 





Naturally, as alert and capable a general 
agent as Mr. Smith would not have worked 
for seventeen years under one contract, if he 
had not been completely satisfied. 


The second paragraph of his letter certainly 
leaves little to be said about the value of a 
connection with the company which he has 
represented so long and so effectively. Again 
it demonstrates the wisdom of being part of 
an organization that is 


Old Enough 


To be thoroughly established 


Young Enough 


to offer exceptional opportunities 


The growth of this organization is largely 
due to our policy of favoring young men, and 
men young in spirit. Such men are willing 
and able to utilize completely the measure of 
effective cooperation we extend to our work- 
ers in the field. Men of this type should con- 
sider the possibilities of the opportunities we 
have to offer. We invite correspondence for 
discussion of details. 


T. C. DENNY, President 


Centra. Lire Assurance Society 


Pleases send me further information about the Central Life 


(MUTUAL) 
Des Moines, Iowa 


G 


Assurance Society (Mutual). 


Name . 
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TWO CHICAGO AGENTS ARE 
RAPIDLY FORGING AHEAD 


TWO MILLION DOLLAR CASES 


R. B. Newell and Maurice H. Brunner 
of Darby A. Day Agency, Make 
Notable Records 


Two men in the Darby A. Day agency 
of the Union Gentral Life in Chicago 
who are rapidly forging to the front— 
one already is headed for national lead- 
ership—are R. B. Newell and Maurice 
H. Brunner. Recently Mr. Newell com- 
pleted a $1,000,000 business insurance 
and this week he completed an- 
same size. He has some 
other big ones in hand. Mr. Newell 
has been with the Day agency since 
last March. He originated his first $1,- 
000,000 case late in September and com- 
pleted it early in October. He origi- 
nated the second one a short time after 
the first one was completed. Between 
whiles he has found time to write a 
number of other cases of considerable 
size. 

Mr. Brunner, who sold no life insur- 
ance until he joined the Day agency 
staff July 1 this year, to date has writ- 
ten more than $700,000 of business and 
has paid for more than $600,000 of it. 
Indicative of the hard work Mr. Brun- 
ner has done is the fact that 45 cases 
are involved in this total of business. 
His production has nothing of “begin- 
ner’s luck” in it. 

Mr. Brunner proceeds in his work on 


case 
other of the 


the theory that most people who buy 
some insurance will buy more of it 
when the need for it is proved. For 


example, he has sold a total in six fig- 
ures to one man who bought initially 
a $5,000 policy. In another case he 
started his policyholder in the “insur- 
ance habit” with only a $2,000 policy. 
Later he sold him another $5,000 and 
this week placed a $20,000 policy on 
him. His record indicates what can be 
done by the man who will be consistent 
in contacting with his policyholders, dis- 
covering old and new 
providing insurance to cover them. 


Makes Big Three-Day Record 


The first three days of the Sentinel 
Life’s “charter policy” contest in cele- 
bration of the second birthday of the 


company, its agents in Kansas City and 
northwest Missouri produced in excess 
of $300,000 of life insurance. The con- 
test will be in the form of an altitude 
record, each agent being represented by 
a toy airplane suspended from the ceil- 
ing in the sales room. The agent writ- 
ing the most business will receive a cup 
trophy containing a dime for every 
$1,000 of business written during the 
campaign. The company is putting 10 
cents into the cup for each $1,000 and 
if the goal of $3,000,000 is reached, the 
winning agent will receive $300 in addi- 
tion to the cup. 





With Company 55 Years 


Charles O. Winter celebrated his 55th 
anniversary with the Aetna Life Nov. 
3. During this lone span of years he 
has not missed a single day exception 
during vacation time. He started with 
the company in the actuarial department 
Nov. 1873. He was one of four men 
at that time who comprised the entire 
division. Today there are 30 in the 
department. In commemoration of his 
anniversary his desk was piled high 
with flowers and he received a special 
letter of congratulation from President 
Morgan B. Brainard. Mr. Winter is one 
of the champion bowlers of Hartford. 


9° > 
o, . 


Guy Goldstandt of Oklahoma City, spe- 
cial agent for the Equitable Life, who 
has been seriously ill for several weeks, 
to St. Anthony’s hospital 





was taken 
there, where he underwent an opera- 
tion for anpendicitis. Late reports as 


to his condition were favorable. 
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Left Dentistry for Insurance 








EW 
ter 
head of 


aware of the 
T. Shepard, 
the agency department of the 
Lincoln National Life, once carried the 
title “Dr.” before his name. Some have 
been astute enough to say that this title | 
meant that the energetic vice-president | 
was a doctor of divinity. Others with | 
equal sagacity have claimed that he was 
a doctor of music. As a 
fact Walter Shepard at one time was 
a dentist. As H. L. Askew of the home 
office agency at Ft. Wayne says, “Wal- 


are 











SHEPARD 


WALTER ‘. 
Shepard a good many years ago, 
go, yanked down the 
‘Dentist’ from in front of his office in | 
Newark, N. J., ditched his forceps, 
drills, hack saws, monkey wrenches and 
cther instruments of torture, bequeathed 
the traditional back number of maga- 
zines on his reading table to his suc- 
cessor, if any, 
the dog and moved out. 


Did It for “Shep” 


The reason for this historical sketch 
that the agents of the Lincoln Na- 


ter T. 
as years 


is 


fact that Wal- | tional Life 
vice-president and | 


matter of | 


sign 


turned off the gas, called | 


“did it for Shep” in October. 
Shepard is one of the outstanding 
executives of the west, being 
| personally popular, possessing a voice 
|}and manner that draw people to him. 
While Mr. Shepard was extracting and 
| filling teeth, his eyes went to the bad. 
New York specialists told him that his 
| condition would grow worse. Mr. 
Shepard, therefore, had to give up den- 
tistry. 
He had a close business friend in E. 
| F. Church, Jr.. who was with the old 
| Provident Savings Life of New York. 
| He tied Mr. Shepard up with an agency 
| contract, opened a branch office in New 
| York and put Mr. Shepard in charge. 
The company was changing over to the 
| legal reserve plan and Mr. Shepard’s 
| mission was to try to convert the policy- 
| holders to the new basis. Later a part- 
nership of Church & Shepard was 
| formed as managers for the New Jer- 
sey metropolitan district. Then the 
| Provident Savings Life had to give up 
| the ghost and was taken over by the 
Postal Life. 
Goes With Security Mutual 


Mr. 
| agency 


| 


At that time Charles M. Turner was 
president of the Security Mutual Life of 
Binghamton. His company had been 

originally organized on the assessment 
plan. He decided to reorganize on the 
legal reserve basis. He heard of Mr. 
Shepard’s good work for the Provident 
| Savings and took him on as field super- 
| intendent for Michigan, Indiana, Illinois 
| and territory west of the Mississippi. 
| While he was in the midst of this work 
President Arthur F. Hall of the Lincoln 
| National had the company well under 
| way. He needed an agency man and 
| spoke to the late J. J. Oliver of the “In- 
surance Indicator” of Detroit asking 
him to suggest a man. He recom- 
mended Mr. Shepard to Mr. Hall. The 
two met at Pittsburgh and Mr. Shepard 
was engaged as assistant superintendent 
of agents at about half the salary he 
' was receiving from the Security Mu- 
tual. The business on the books was 
| about $3,000,000. Now the Lincoln Na- 
| tional has $560,000,000 in force. Mr. 
| Shepard can be given credit for being 
| one of the business builders of his great 
| organization. 


| P 
| 





UNIT MANAGERS SCHOOL 
ATTRACTS ATTENTION 


Much interest is taken by life com- 
panies in the inauguration of the train- 
ing school for unit managers at the 
home office of the Equitable Life of New 
York. Edgar Webb, who was assistant 
agency manager for Indiana, and 
agency instructor for that agency, will 
have charge of this work. The sessions 
will start next week. The course con- 
templates a school for managerial work 
in general. At the outset it will deal 
primarily with the selection of agents. 
The unit system of agency development 
has been tried out and found 
ful. Mr. Webb through his experience 
will be able to give excellent training. 


American Central Party 


The Indianapolis Country Club was 
the scene of a picturesque harvest party 
given by the American Central Life for 
its home office employes, Friday after- 
noon and evening. 

Closing of the office at 12:30 was fol- 
lowed by a special buffet luncheon in 
the company’s cafeteria, after which a 
cavalcade of especially chartered motor 
coaches transported the merry-makers 
to the country club. Afternoon amuse- 
ment consisted of balloon races, treasure 
hunts, bridge, bunco, and dancing. A 
toothsome turkey dinner with appropri- 
ate trimmings was enlivened’ with 
snappy instrumental, vocal and dancing 
specialties. 


success- | 


| DR. E. F. MORGENSTIERN 
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GETS SEPARATE TRIAL 


Dr. E. F. Morgenstiern, former vice- 
president and personnel director of the 
International Life, has been granted a 
severance of trial from Roy C. Tooinbs, 


with whom he had been jointly indicted 
on a charge of grand larceny. The sev- 
erance was granted by Circuit Judge 
Hartmann, 

Under the Missouri law the severance 
was mandatory, as it was asked id Dr. 
Morgenstiern through his counsel. The 


trial of Dr. Morgenstiern was set for 
Nov. 19. No date has been fixed for 
the trial of Mr. Tvombs. Toombs only 
surrendered this week to the St. Louis 
authorities. 


Observe “Grant Month” 
Business Men’s Assurance will 
s annual “Grant Month” campaign 
1-30, in celebration of the birth- 
day of President W. T. Grant on Nov. 
30. <A feature of the contest is the pres- 
entation of the President’s Cup to the 
man with the greatest volume of busi- 
ness. This cup has to be won three 
years in.succession in order to become 
the property of any agent. A. G. Winn 
of Dyersburg, Tenn., won the cup last 
year. 


The 
hold its 
Nov. 


A sales congress was conducted last 
week in Indianapolis for Indiana agents 
of the John Hancock Mutual Life of 
which Dr. E. E. Flickinger is state 
agent. An exceptionally helpful pro- 
gram of sales talks was presented and 
agents participated in the discussions. 
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NORTHWESTERN MUTUAL 
AGENCY MEN ON Toy 


EASTERN TRIP JUST FINISHER 
































= 
| 5 rs ent. 
| Another Extending to Pacific Coast y ent 
| Be Started Next Week by =* 
Home Office Men y 1 th 
§ suret 

k yartn 
| MILWAUKEE, Nov. 8.—A; its re 
tended series of general agency ncé 
ings is on the program for member; 4M o re 
the agency staff of the Northwes:f o an 
Mutual Life. 

Roger A. Clark, assistant super Pas 
ent of agencies, and Dr. R. 1 the 
christ, assistant medical director, | partn 
been operating in Zone 1, consisting oan 
the eastern group of states. They recei' 
held the following agency meeting soem 
gid Phillip general agency, Syracuse pt 
a Bull, Poughkeepsie, N. Y.; | ‘ this | 
ace Albany, N. Y.; H. S. Griswofi 1 vel 
Hartford, and W. FI. Hazelton, Pro: fi : pre 
dence, R. I. ” Ts 

W. Ray Chapman, assistant super comn 
tendent, will hold an agency meeting im inten 
the McGiveran & McGiveran gene can < 
agency at Eau Claire, Wis., Nov. depat 

A western trip will be made st: ol on 
next week by Urban Poindexter, assis unde: 
ant superintendent, and R. E. Perry, row 
sistant secretary. Their schedule abou 
for meetings at the J. A. Reinhar comr 
general agency, Spokane, Wash., \ lic re 
16; M. H. O. Williams, Seattle, Noy ance 
. F,. Larson, Portland, Ore., Nov publi 
a joint meeting in San Francisco \ the | 
26 for the general agencies of | has 
Thomas, San Francisco, W. A. He insur 
of Oakland and U. S. O’Connor, St the « 
ton. The final meeting will be held { state 
Nov. 30 in the general agency of \\ 3 sions 
Murphy, Los Angeles. ; been 

q requi 
New Companies Seek Charters j 7 

Application is being made for acqu 
incorporation under Ontario charter W 
of new companies, the Colonial Life a1 of t 
the Colonial Fire & General. The a into 
plicants are J. H. Mulholland, depa 
insurance manager, Toronto: W. our | 
Coatts, fire and casualty insurance m our 
ager, Toronto; E. W. Bickle, investmes: the 
broker, Toronto; O. G. wo merc hat earn 
London, Ont.; and J. B. Allen, solici earn 
Toronto. 

Mr. Mulholland was formerly su P: 
intendent of agencies for the Emy sura 
Life, which was organized about prob 
years ago in Toronto. the | 

_ and 

Kansas Life Surpasses Quota ff oe 

_ The Kansas Life put $2,538,000 1 r any 
insurance on its books in Octol f lly 
thereby breaking all previous recor Ina 
for a single month’s business for yard 
company. It also made certain t as a 
the company’s program for at lea non- 
$1,000,000 of new business every mont a le 
in 1928 would be exceeded, as the t the 
tal for the year is almost up tot part 
$12,000,000 mark and the agents that 
two months to go. President J. a c 
Edwards announced last February t ug 

goal of at least a million a mont 

Every month this vear the new bu: . in 
ness has exceeded the quota with | the | 
tober more than doubling it and runt iria 
$881,000 more than October a vear a2 the 
The company operates only in Kans@ mea 
Nebraska, Oklahoma, Arkansas heat 
Texas. doe: 
a cati 
R. B. Burdine Dead Pee 

1 

Robert B. Burdine, 77 years | S ( 
state manager for the Bankers fe not 
Louisville. died Nov. 5, at his he he 
there. after an illness of four wee* n 
Mr. Burdine had been connected Ww" mor 
the Bankers life for 20 years com 

son: 
Henry J. Powell of Louisville, zene™ ficia 
agent for the Equitable Life of Ne® able 
York in Kentucky, southern Indiana 4° 
southern Ohio, has returned to his ‘ ais 
after visitine some of his general age 
in Ohio, at Cincinnati, Dayton and oth a P 
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AGENTS ANSWER BEHA 
ON PROPOSED CHANGE 


(CONTINUED FROM PAGE 3) 
suggested by the insurance depart- 
We don't agree with the depart- 


ec! 


ment 


nent’s solution. New York went very 
ar when it adopted the Armstrong law 
99 years ago. It has gone even farther 
in the regulation of fire, casualty and 
surety lines. The tendency of the de- 
partment has been to steadily extend 


a regulation of the details of the insur- 

ance business. New York is committed 

to regulation; it need not commit itself 

to an indefinite extension of regulation. 
os o* * 


Page 3—Caption: “Public confidence 
in the life insurance business.” The de- 
partment says, “If the public should 
once get the idea that the agents are 


receiving too high commissions (and the 
opposition of agents to the proposed 
amendment may result in impressing 
this idea upon the public), it would be 
a very difficult matter to change such 
a prevalent public view * * *” 

Is this a threat? It sounds to your 
committee as though it might have been 
intended as such. Is it proper to ask, 
can only the personnel of the insurance 
department take a public-spirited view 
of our business, and conversely, that the 
underwriters must be actuated by a nar- 
row selfishness? There is no mystery 
about either the amount or the rate of 
commissions. They are matters of pub- 
lic record. It might surprise the insur- 
ance department to learn how much the 
public knows about commissions. Since 
the passage of the Armstrong law there 
has been practically no change in life 
insurance commissions. Year after year 
the companies have filed, in the several 
states, the amounts paid for commis- 
sions. No other economic activity has 
been subject to the degree of publicity 
required of life insurance. The under- 
writers have nothing to conceal, nor 
are they to be cajoled or threatened into 
acquiescence in this matter. 

We do not fear the effect on the public 
of the issue of commissions injected 
into this discussion by the insurance 
department. We are content to submit 
our case to the public on the issue, that 
our commissions are a just return for 
the service rendered, and that our total 
earnings are in harmony with the 
earnings from other forms of enterprise. 


* * «* 
Pages 3 and 4 under the captions: “In- 
surance department has_ studied the 


problem for several years, personnel of 
the committee representing companies,” 


and the caption: “Assistance given by 


the _ Special committee of five actuaries 
No reflection is intended upon 
any member of the committee individu- 


ally, or on the work of the committee. 
In attempting to regulate, with the same 
yard-stick, such widely divergent ideas 
as are represented by participating and 
non-participating insurance, and even to 
a lesser degree the cifferences between 
the low premium and the high premium 
partic ‘ipating company, every one knows 
that the final conclusions must have been 
a pacer and could not have thor- 
oughly satisfied anyone. Naturally, it 
became a matter of give and take. Why. 
in the selection of this committee, did 
the department confine itself to the actu- 

rial branch of our business? Although 
the formula by which expenses are 
neasured is a technical matter, the most 
heautiful formula is worthless if it 
doesn’t stand the test of practic al appli- 

I The limjtation of expenses of 
insurance company reaches far 
md the technique of the business and 
Ss one which, in our judgment should 
not be meddled with, without securing 
the advice and judgment of practical 
company men. We would have had 
nore confidence in the results had the 
committee numbered amongst its per- 
son nel some executives and agency of- 
heials of practical field experience, cap- 
ble of judging the effect on the business 
as a whole. 





oa * * 
). - 
Page 4 and 5—Caption: 


Page 4 “Fundamen- 
al principle of section 97 


is the limita- 








LIFE INSI 








and “Un 


tion. of acquisition expense,” 
derwriters’ statements regarding the 
fundam ental principle of section 97 art 


misleading.’ Superintendent Beha in 
his report to the legislature in February, 
1928, referring to sections 96 and 97 said: 
“They were the principal result of the 
Armstrong investigation o* Sec 
tion 97 defi first vear expenses and 
total expenses and places limits on both. 
Following the adoption of that law, it 
was necessary to completely reorganize 
the conduct of the business. For 22 
years we have conducted our business 
under these conditions We care 


nes 


not 


TRANCE 





EDITION 


whether they are undamental princi mitting that tl unendments do involve 
ples” or only a “particular measure.” | radical chang 
lt is proposed to scrap them and subst 
tute something radically ditterent We l’are 6 ( t Changes have been 
are opp ed to this because we cal c« ice sect % tro time to time 
10 need for it, and we have no confhdencs n the past | underwriters ave 
that the pi yposed new “particular meas- never posed hanges nec at 4) by 
ure vill work in the man r conten the cha rn or 1 tie ge te 
plated by e department d whi ‘ ( better tl e condi- 
is ie “« ) set we have main- 
Page 6 Caption “Th prop d | tained that ch of the depar ent’s ob 
amendments do not involve’ radical | jects as we could all ree upon were 
changes.” Since the publication of this | for the bes erests of the business, 
memoranda on Aug. 14, Superintendent | could be accomplished by following the 


Beha has been q 


uoted publicly as ad- iamely, by amend 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 























Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


OYAL UNION LIFE 


INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


Policies for the 
Entire Family 


The Royal Union offers policy 
contracts at every age from one 
day old to age 60. 


Our Juvenile policies, written on 
children as young as one day old, 
go into full benefit automatically 
at age 5 without re-examination 
—a big winner! 


We write women on equal basis 
with men. 





We feature special low-rate poli- 
cies to business and professional 
men. 


We feature special low-rate poli- 
cies to business and professional 
men. 
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ment. What we are objecting to is new 
legislation masquerading under the name 
of amendment. In the conduct of life 
insurance, which must stand for security, 
stability and conservatism, it is unwise 
to discard a standard which has con- 
trolled for 22 years, unless there is prac- 
tical unanimity, that conditions required 
it. 
* * * 

Page 7—Caption: “Proposed amend- 
ments have been actually tested out.” 
The only test, in the returns made by 
the companies, was the technical meas- 
ure of expense and-margin. Apparently, 
if we can indefinitety repeat the condi- 
tions of 1926 and 1927, and the com- 
panies can continue to grow in the same 
ratio, they will continue to have enough 
money to meet expenses. To us it 
seems purely a matter of theory. Sub- 
jecting the new law to actual practice, to 
our mind, consists in finding out if the 
companies can continue to operate as 
they are at present. Only time and 
probable costly experiment could prove 
that. 

* * * 

“Agency contracts 
affected to minor extent only.” You 
cannot make minor changes in the 
agency contracts of an insurance com- 
pany without causing disturbance, de- 
moralization and misunderstanding. If 
anyone has any doubt, let him confer 
with some company official whose duty 
it has been to revise all of his agents’ 
contracts. 


Page 7—Caption: 


* * x 
Page 7—Caption: “Principal objects 
to be accomplished by the proposed 
amendment.” Sub-caption: “Object 
No. 1. * * *” Your committee was 
certainly unfortunate in its selection of 
terms. We have had nointed out to us 
that what we term “fundamental prin- 
ciples’ should have been “particular 
measure” and now we find we have 
blundered again. Let us amend our con- 
tention of April 12, by adding before the 
words “state insurance department” the 
word “legislature” and by immediately 
following “insurance department” with 
‘or any other governmental bureau, or 
official,” so that it will read: “It is our 
contention that it was never intended 
that the legislature, state insurance de- 
partment or any other governmental bu- 
reau or official should have any more 
adequate control as to the compensation 
that would be classed as first year com- 
mission expenses. In fact the Arm- 
strong committee, in making its recom- 
mendations, made it very clear that so 
long as restrictions were put upon ex- 
penses, so much leeway as _ possible 
should be given to the companies as to 
how the money was to be spent. It 
seems to us that the companies need less 
control instead of more control on the 
part of the legislature or insurance de- 
partment.” The statement of the Arm- 
strong’ committee is clear and unambigu- 
ous. They state: “the legislature can- 
not undertake the management of the 
business. In seeking to secure economic 
administration, it should not overstep the 
line which divides suitable state super- 
vision from an utterlv impractical effort 
to prescribe details. The legislature 
aims to permit freedom of management 
subject to general regulation and com- 
plete publicity.” : 
* * & 


Page 7.—Sub-caption: “Object No. 
2 * * *” Insofar as the reduction of 


gross premiums applies ‘to non-participat- 
ing companies, we are in accord with 
this object. So far as participating 
companies are concerned, they are not 
hampered by the arbitrary requirement 
of a deficiency reserve. Through divi- 
dend apportionment they have, at many 
ages, reduced the net cost of insurance 
below the net American rate, for several 
years. 
e «2 
Page 8—Sub-caption: 
3 css 


“Object No. 
We can see no objection to 
any company writing term insurance; 
nor can we see in the writing of term 
insurance circumvention of the real pur- 
poses of the law. If the Armstrong 
law does not provide sufficient margins 
for ordinary life and similar forms, and 








does provide more margins for term 
than are required, let the present law 
be amended, so that all plans may be 
on a parity. 

* * * 

Page 8—Sub-caption: “Object Nos. 
4,5,6 * * *” ‘There were many ex- 
penses that the Armstrong law could 
have classed as first year expense. It 
did not do it. The Armstrong law sets 
up a definite standard. We have not 
found evidence of conditions warrant- 
ing a change, to a new law which sets 
up other definite standards which we 
would all have to adjust ourselves to. 
We can’t follow the department’s rea- 
soning in the closing paragraph of their 
argument, under object No. 6. The 
Armstrong law classes medical fees as 
a first year expense. How can a com- 
pany increase expenses if instead of 
paying medical fees, it expends the same 
sum of money in some other manner? 

* * &* 


Page 9—Sub-caption: Object No. 7: 
“A reduction in the limit of total ex- 
penses.” Only, if there was extrava- 
gance in operation, would there be a 
reason for reducing the total expense 
limitation, yet even the insurance depart- 
ment has not made that charge against 
the business, while as eminent a pub- 
licist as Charles Evans Hughes has re- 
cently referred to life insurance as an 
outstanding example of economical 
management. The department states 
that the total given in the underwriters’ 
brief demonstrates that the expense 
limit is excessive. We pointed out in 
that brief, that as the companies as a 
whole have kept their expenses far with- 
in the total expense limitation, there is 
no necessity for reducing it. This total 
expense limit is not excessive for some 
companies and we can see no reason 
why they should be hampered in their 
present scheme of development. 

* ok * 

Page 9—Sub-caption: Object No. 8: 
“The removal of conditions which make 
it practically impossible to organize any 
new mutual life company under the laws 
of this state.” We hold no brief for or 
against any new company. Our interest 
is that of security to the public. We 
have no objection to a more liberal ex- 
pense margin for a new company, pro- 
vided the security to its policyholders is 
properly safeguarded. 

* * 


Page 9—Caption: “The insurance de- 
partment wishes to remove legal ob- 
stacles to safe and proper reduction of 
premiums” and “Are the life underwrit- 
ers opposed to reductions in premium 
rates?” We refer to our answer to 
sub-caption object No. 2. We are not 
opposed to the reduction in gross pre- 
miums by the non-participating com- 
panies. We do disagree with the method 
of accomplishing that in the proposed 
law. All through this discussion the de- 
partment assumes that a reduction im 
gross premiums by the participating 
companies will mean cheaper insurance 
to the public. However, the experience 
of the last twenty years has certainly not 
justified any such assumption. The fol- 
lowing table of 20 representative partici- 
pating companies operating in New York 
state appeared in the August, 1928, edi- 
tion of “Flitcraft’s Courant.” The illus- 
tration is based on ordinary life—age 35. 
Company 


Rank Gross Company 
by Gross Prem. Net Cost Rankin 
Prems. Age 35 20 Years Net Cost 
1 $25.88 $110.40 17 
2 26.35 56.87 2 
3 26.35 64.63 3 
4 26.35 89.80 13 
5 26.35 99.31 16 
6 26.35 95.19 15 
7 26.38 85.77 11 
& 26.50 91.82 14 
9 26.88 54.70 1 
10 26.90 75.89 5 
11 27.00 76.87 7 
12 27.13 128.83 19 
13 27.39 75.99 6 
14 27.41 74.45 4 
15 27.54 87.60 13 
16 27.67 135.27 20 
17 27.95 119.24 18 
18 28.11 78.57 & 
19 28.1 79.96 9 
20 28.11 83.91 10 


The company whose net cost is the 
lowest ($54.70) charges a gross premium 
that is the ninth highest; the company 
whose gross premium is the highest 





ranks eighth in net cost of $78.57; the 
company whose gross premium is the 
lowest ranks 17th in net cost of $110.40. 
Over a period of 20 years the difference 
in gross premiums between the company 
having the lowest gross premium and 
the company having the lowest net cost 
is $20, while the difference in the net 
cost of these two companies is $55.70 
in favor of the company charging the 
higher premium. Manifestly, the cost 
of participating insurance to the policy- 
holder has not been dependent on low 
gross premiums. 
* * 

Page 9—Caption: “Dangers of Rat- 
ing Law for Life Insurance.” Your 
committee is forced to assume that this 
is meant as a threat to the underwritezs, 
that if we don’t accept what the depart- 
ment offers at this time, they will force 
something worse on us later. We are 
quite sure that there is no public demand 
for regulation of life insurance rates. 
The cost to the public has steadily de- 
clined and at the same time benefits 
have been increased. These are not the 
conditions which foster public demands 
for regulation. If such a demand arises, 
it will be because it is deliberately fost- 
ered by the insurance department. Ret- 
erence is made to a tendency in other 
lines of insurance. Your committee is 
not conversant with these lines, but we 
are reliably informed that the tendency 
referred to was largely departmental. 

a * * 

Page 9—Caption: “Basis of Agency 
Opposition.” Your committee submits 
that the basis of this association’s oppo- 
sition should be gathered from _ its 
printed briefs, letters and arguments, 
and not from articles appearing in the 
press which were not sponsored by the 
association or your committee. 

ok 


Page 10—Caption: “Reduction § in 
Commissions to Agents not Proposed.” 
Reference is made to the opinion which 
the superintendent expressed that the 
proposed law would not require a reduc- 
tion in commissions. Without question- 
ing the superintendent’s good faith, we 
are not convinced that the proposed law 
would work out as he anticipates it will. 
Further, in the returns furnished by a 
large number of companies and which 
were placed before your committee by 
the department, we are unable to see 
any substantiation of the superintend- 
ent’s opinion. 

* * 

Page 10—Caption: “Do the life un- 
derwriters desire to increase acquisition 
costs?” We do not: Our answer re- 
garding medical fees appears under ob- 
ject No. 6. 

* * * 

Page 10—Caption: “Insurance de- 
partment opposes any increase in acqui- 
sition expenses.” So do we. 

* * * 

Page 10—Caption: “The underwriters 
oppose any reduction in the collection 
fee after the 15th policy year.” It is 
gratifying to note that the department 
has modified its original proposal. 

* * * 


Page 11—Caption: “Are the life un- 
derwriters afraid of rate-cutting?” Yes, 
if the rate-cutting affects the security of 
policyholders and causes a general de- 
moralization of the business. We be- 
lieve that the proposed law, as defined, 
would tend in this direction. We are 
fearful of the interpretation that may at 
some time in the future be put upon 
“Reasonable assumptions as to interest, 
mortality and expense,” and this fear is 
not to be interpreted as a personal re- 
flection upon the personnel of the de- 
partment, as at present organized. 

* * * 


Page 11—Caption: “Improper ten- 
dencies toward extravagance have begun 
to creep into life insurance business.” 
During your committee’s discussion with 
the department, we sought evidence of 
these conditions. Such instances as the 
department disclosed seem to us of a 
nature remediable under the present law 
and far from grave enough to justify the 
radical changes proposed. 

* * 


Page 12—Caption: “Do the life un- 
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Insurance Stock 
Quotations 





; Charles Sincere & Co., the Chicago 
investment house, gives the following 


quotations of insurance stock as 6; 
Nov. 7: 
Div. per 

Stock Par Bid Asked Share 
Abraham Lincoln... 20 30 «++ $ 1.20 
Aetna Cas........ 100 1100 1150 12.09 
DES Beets ccveses 100 870 880 12.00 
Agricultural ...... 25 130 145 4.00 
PO eS eae 50 60 70 ape 
Mamet. Cent. ccceoss 100 700 —_ 8.00 
Central Life Lil 20 45 55 1.60 
Cent. States Life.. 5 31 35 90 
Cent. West Cas.... 50 66 72 2.00 
Chi. Nat. Life..... 10 20 ses 5 
Col. Nat. Life..... 100 400 425 7.00 
Connect Gen...... 100 1700 1740 16.00 
Conservative Ind... 5 10 eve or 
Continental Assur. 10 93 96 1.6/ 
Cont. Casualty.... 10 70 73 1.60 
Continental Mo.... 10 19 23 ‘ 
Des Moines Life. 10 10 1 .30 
Detroit Life....... 50 155 165 6.00 
Farm. Nat. Life 5 19 21 1.00 
Federal Life...... 100 -- 10.00 
Grange Life...... 50 ace i 7.50 
Gt. Amer. Cas..... 25 15 20 
Gt. Nor. Life..... 50 125 135 6.00 
Inter-Southern ... 1 5.90 6.00 .06 
Kan, City Life....100 1200 1300 16.00 
Life Ins. of Va.....100 760 820 18.00 
Lincoln National... 10 155 165 2.10 
Manhattan Life... 50 180 --. 16.66 
Mo, State Life..... 10 116% 117% 1.20 
Montana Life...... 10 16% ... 80 
New World Life... 10 15 17 80 
No. Amer. Life.... 50 200 210 = 10.00 
No. States Life.... 8 12 16 64 
Ohio Nat. Life..... 10 40 - 1.00 
Old Colony Life... 10 — os 60 
Old Line Life...... 10 39 41 1.50 
Pac. Mut. Life oo 93 95 2.00 
Pan Amer. Life.... 10 32 35 1.20 
POOTER TAGS .cccccs 10 50 sé 1.60 
Pe, BOs cecesee 10 16 20 60 
we, bh ee 10 oe TT 50 
Pref. Accident..... 100 535 560 12.00 
Reliance Life...... 100 185 ee 6.00 
Security Life...... 10 15 20 .60 
Shenandoah Life 10 32 36 80 
i Se cscceanace 100 1975 2075 25.00 
re 100 1565 1585 22.00 
Union Cent. Life.. 20 33 ee 1,20 
* & Sa 30 30 “en “ 
Wisconsin Nat..... 10 25 30 1.00 





Opinion on Stock Tax 


As the end of the year approaches, 
there is talk of the possibility of Con- 
necticut insurance companies reducing 
their par values. According to the at- 
torney-general of the state this is not 
likely to be done. The secretary of 
state, in anticipation of such applica- 
tions, asked for an opinion. The attor- 
ney-general replied that a corporation 
may issue stock of no par value, but if 
it does it must pay the state a fee in 
the determining of which the no par 
stock will be treated exactly as though 
it had a par value of $100 a share. In 
view of this the attorney-general does 
not believe that there will be any re- 
ductions in the par values of the Con- 
necticut insurance company stocks be- 
cause of the taxes being based on par 
values of $100 a share. 








derwriters want another Armstrong in- 
vestigation?” In our opinion there could 
be no thought about the necessity or 
probability of another so-called “Arm- 
strong investigation” and the superin- 
tendent of insurance should be the first 
one to recognize this fact. In the last 
22 years a new conception of corporate 
relationship to public service has been 
born. Honest management, wonderful 
co-operation, decent competition, full 
publicity; all of these have resulted in 
an increasing public confidence. The 
activities of the Life Presidents’ Asso- 
ciation, the American Life Convention, 
the Insurance Commissioners Conven- 
tion, the national, state and local life 
underwriters’ associations and_ other 
kindred organizations have demonstrated 
that the life insurance business is amply 
able to protect the interest of the public 
without any fear of the recurrence of 
conditions necessitating anything ap- 
poaching an Armstrong investigation. 

The balance of the department’s memo- 
randum deals with the relative merits of 
the American Men table. As pointed out 
in our brief of April 12, this is a highly 
technical question which we did not at- 
tempt to discuss then and do not pro- 
pose to discuss now. 
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Our Annual Servicing Period 


Penn Mutual representatives will have their annual 
concentration on Penn Mutual members from November 1 
to December 30. They have been supplied with a complete 
and first class kit of tools. And they will be able to offer 
Non-Medical during four of these eight weeks—the Penn 
Mutual once again lining up with advanced underwriting. 

Home office representatives, specialists in Field work, 
are making preliminary Agency visits, supplying each Gen- 
eral Agent and his large number of Special Agents with 
face to face instruction in the use of the new material. 

We have opening for men and women who are afire 
with enthusiasm and desire to make life insurance their 
life’s work. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice President 
Hugh D. Hart, Vice President 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


INDEPENDENCE SQUARE 


PHILADELPHIA, PA. 
Founded 1847 
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No Place 
for 


Gambling 





~ INSURANCE is no place to gamble. Yet its con- 
tracts oftentimes are left thoughtlessly at the mercy 
of a freakish “throw” of Life’s dice. 


Are disability and old age provided for, as well as 
death? — Are all the advantages accruing to a named 
beneficiary extended to a secondary or “contingent” 
beneficiary? — Will surviving partners draw the full 
benefits contemplated, from the “business” policy at the 
time of its settlement? 


Guardian representatives are well-trained, 

thorough, and sincere,—fully equipped to 

keep all possible “gambles” out of the 
contracts they place. 


THE GUARDIAN Lire INSURANCE CompaANy 
of AMERICA 
“The Company that Guards and Serves” 
50 UNION ‘SQUARE NEW YORK CITY 






PROGRESS SERIES 


Number Four 
Many potential Life Insurance prospects realize 
the need for protection of their income against 
accidents or illness. 
ACCIDENT & HEALTH INSURANCE 

Not Only 
furnishes the agent with an additional source of 
income 

But Also 
forms a splendid foundation for the selling of a 
Life Insurance Policy at a later date. 
A complete line of modern policies is issued. 
A live company with an excellent line of policies 
and low guaranteed rates backed by a large capital 
and surplus. 

THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Correspondence welcomed by Agency 

















=p j ~ 
Wilmer L. Moore, President 5 








THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 











ATLANTA, GEORGIA 
ALABAMA | In each of these states 
excellent territories are 
FLORIDA available. 
We help our General 
GEORGIA Agents in getting sales- 
men. 
KENTUCKY 
We help our under- 
LOUISIANA writers in getting busi- 
ness. 
SOUTH Non-Medical Privilege. 
CAROLINA Participating and Non- 
Participating. 
TENNESSEE 
Ages 30 days through 
TEXAS 65 years. 








E. S. Albritton 
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Vice-President and Manager of Agencies 
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LOW 
RATES 


plus 


DIVIDENDS 


The Midland Mutual Life is 
now ready to issue a GUARAN.- 
TEED LOW COST Paid up Life 
at 85 on which quinquennial DIV- 
IDENDS will be paid. No policy 
less than $5,000. Entire reserve 
available the second and _ subse- 
quent years. Rate for $5,000 at 
age 35 is $104.25. Issued on 
annual, semi-annual or quarterly 
basis. 




















General agency opportunities 
open in New Jersey, Pennsylvania, 
Virginia, West Virginia, Michigan, 
Indiana, Illinois and Iowa. 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


‘Its Performances Exceed Its Promises’’ 




















SUPERINTENDENT BEHA 
ON ACQUISITION COST 


(CONTINUED FROM PAGE 3) 


points out that this is not new, but a 
revision of existing laws. bringing them 
up to date, in conformity with changes 
in economic conditions and business 
methods. 


Says Amendments Are Needed 


Acquisition cost regulation has been 
in effect 22 years and amendments are 
now needed to properly fit it into mod- 
ern conditions. He says that he be- 
lieves the principle of legal limitation of 
life insurance expenses has come to stav 
and that any attempt to abolish such 
limitations would be a serious mistake. 
Furthermore, the problem in New York 
is not as to the adoption of such meas- 
ures, but as to the revision of existing 
measures to meet changed conditions. 

Quotes from Armstrong Report 


Mr. Beha first answers Mr. Dumont’s 
statement that cost limitation is not in 
conformity with the principle of section 
97. Mr. Dumont had quoted from the 
Armstrong committee of 1905, saying 
that it wished to leave freedom of man- 
agement with the companies. Subject 
to general regulations, Mr. Beha went 
further in the same report from which 
that was gleaned, citing the com- 
mittee’s words that, “some limitation of 
the expense in getting business is im- 
peratively required. Otherwise there is 
little reason to doubt that there will be 
a continuance of the present extrava- 
gant methods.” He thus concluded that 
there could be no question as to the 
conformity of such laws with the basic 
ideas of the Armstrong committee. 


Wants Regulation With Companies 


Mr. Dumont also urged that such 
regulation be left with the companies, 
but Mr. Beha points out that there is 
little hope for remedial action in such 
a plan. He states that, in fact, left 
with free rein, the companies would very 
possibly aggravate the situation. One 
or two would take excessive steps and 
the others would follow by force of 
competition. The present disability sit- 
uation, where many companies admit 
they are writing certain provisions 
against their best judgment, is cited as 
evidence of this. 


Questions Capacity of Organizations 


The organizations suggested by Mr. 
Dumont as the means of righting any 
evil conditions are also questioned by 
Mr. Beha. These are four, the Associa- 
tion of Life Presidents, American Life 
Convention, American Institute of Actu- 
aries and Actuarial Society, Mr. Beha 
points out that, at least in the case of 
the actuarial groups, they are not 
formed for initiating action, but for 
arousing thought on problems of the 
business. In all cases, such action, bind- 
ing on all companies, is not probable. 
Any plan by which all cannot be 
brought in line by force, leaving even 
one free to launch a competitive pro- 
gram, is not effective. 


Sees Competitive Confusion 


This thought is linked with acquisi- 
tion cost by Mr. Beha in showing that 
one of the largest companies is practic- 
ally at the legal limit now, though the 
average is well below this limit. More 
than one has had to be called back 
within the limit in the past. Thus, there 
is more than a casual thought in the 
possibility of competitive confusion, if 
full freedom of management were per- 
mitted in this respect. 


Stable Progress Is Made 


Mr. Beha points to the effectiveness 
of the present section 97 in guiding the 
business over 22 years of stable prog- 
ress. He cites figures to show the 
stability of cost items and also to show 
that some revision is needed in first 
year cost regulation, as renewal per- 
centages and company costs have re- 
duced more notably than first year cost. 
Many speakers and writers, including 





Mr. Dumont himself, are cited in sup- 
port of the principle and effectiveness 
of section 97. Mr. Beha then points 
out that he merely seeks to modernize 
this section, as changed conditions re. 
quire. 


Getting Company View 


As for company attitude, Mr. Beha 
says he asked 47 companies their views. 
Of these, 40 replied and 29 of these did 
not state any valid objection to the re- 
visions in their present form. The re- 
plies of six stated no decided objections 
or objections to only minor features, 
Only five stated decided objections and 
one of these five objected because the 
revisions would not correct the present 
evils. Only two objected on the basis 
that the proposed amendments involved 
radical charges. 


Careful Presentation 


This brief which Mr. Beha is present- 
ing to the Commissioners’ Convention 
is the most carefully stated presentation 
of the matter which the department has 
thus far issued and answers in detail 
both Mr. Dumont and numerous other 
critics of the plan. 

In the other message sent out this 
week Mr. Beha lists the new changes 
in the proposed amendments to Section 
97, saying that, with these, there seems 
to be no further need for discussion of 
the matter before presentation to the 
legislature, unless the companies or oth- 
ers so indicate. 

Total Expense Limit 


He states that he does not contem- 
plate any further hearings, but a pub- 
lic hearing would be called, if suffi- 
cient reason could be shown. In this 
new draft of the section, the total ex- 
pense limit has been changed so as to 
calculate it on the basis of the sum of 
the first year expense limit and a per 
centage of renewal premiums, such per- 
centage being calculated on the basis 
of the first year’s loading. The purpose 
of this is to make it thoroughly equita- 
ble for those issuing participating pol- 
icies. Also, the proposal to reduce the 
collection fee after the 15th policy yesr 
has been withdrawn, leaving the fee at 
3 percent as heretofore. 


Monthly Premium Business 


One section has been changed to in- 
clude specifically monthly premium busi- 
ness which does not come within the 
legal definition of industrial business. 
Again, the section calculating extended 
term insurance will now permit the 
use of 130 percent of the American men 
ultimate table, instead of 100 percent 
of the American experience table, with 
special provision for extended term in- 
surance on substandard policies. Other 
minor changes are made and it is stated 
that further consideration will be given 
the companies’ suggestions regarding an- 
nuities and group life. 


GROUP CLAIMS RUN UP 
TO SIX MILLION MARK 





From Jan. 1 until the end of Septem- 
ber this year, the Equitable Life of New 
York paid more than $6,000,000 in group 
death claims. This represents a total 
of 3,718 checks with a high average pay- 
ment of $1,678 per claim. It was found 
that more than 40 percent of the families 
were not protected by any other form 
of life insurance. Over 70 percent of 
all the claims paid went either to the 
wives or mothers of deceased wage- 
earners. The majority of these deaths 
came from disease, only about 12 per- 
cent being due to accident, a third of 
which were occupational accidents. 





Larson Agency Meets 


The L. F. Larson general agency of 
the Northwestern Mutual Life in Port- 
land, Ore., will hold its annual meet- 
ing Nov. 22-23. Urban Poindexter, as- 
sistant superintendent of agencies, and 
Ralph E. Perry, assistant secretary, will 
speak. Mr. Perry will discuss: “Busi- 
ness Life Insurance.” 
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TACTUARIES MEET IN 
: MID-YEAR SESSION 


(CONTINUED FROM PAGE 5) 


easons. The chief economic reasons are 
hat juvenile policies become fully paid 
up in comparatively short time, and 
»arents who buy such policies for educa- 
tional purposes do so in many cases for 
the reason that they know a well-edu- 
cated young man or woman has a better 
chance in business and industry than 
she uneducated. Discussants of the ju- 
Senile insurance subject were A. J. Mc- 
Andless, Lincoln National; Eloise B. 
Koch, Central States; J. F. Little, Pru- 
dential; J. G. Parker, Imperial Life of 
Toronto; V. R. Smith, Confederation 
Life of Toronto; W. H. McBride, Na- 
tional Life and Accident. 

Discussion of a paper on “Practical 
Use of the American Men Table as a 
Basis for Premium Rates,” revealed the 
fact that today many more actuaries 
argue for the safety because of sound- 
ness of the table as a valuation and 
rating basis than so argued when the 
table was first published. There are 
many legislative difficulties to be over- 
come before the table could be put into 
effect, as the states differ in their valu- 
ation requirements. Most of them make 
mandatory the use of the American 
Experience Table as a basis for calcu- 
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lating rates and valuations. Henry 
‘ Moir, president of the United States 
= Life, in discussing this subject, re- 


counted the experience the companies 
have had with legislation and legislators 





5 in New York state in the attempt to 
» amend Section 97 of the insurance law. 

: 

| Companies Consider Pensions 

© Life companies are giving much 
= thought to retirement plans for their 


employes, but no new thought on the 
subject was contributed at the meeting. 
R. A. Hohaus of the Metropolitan Life 
told how his company’s plan operates, 
and Mr. Moir discussed the Carnegie 


oz. 


te 





Foundation’s plan for retiring teachers. 
The retirement plan also was discussed 
by J. G. Parker, Dr. H. L. Rietz, profes- 
sor of mathematics at the University of 
Iowa, and some others. 

Discussions of writing business in 
tropical and semi-tropical countries and 
in writing Filipino and Mexican risks in 
the United States was of interest only 
to representatives of the few companies 
taking this class of business. 

It was announced that the next annual 
meeting of the organization will be 
held in Chicago in June, 1929, the exact 
dates to be announced later. 


R. C. TOOMBS SURRENDERS; 
DENIES ANY WRONGDOING 





ST. LOUIS, Nov. 8—Roy C. 
Toombs, president of the defunct Inter- 
national Life, surrendered voluntarily in 
court here Monday to answer to charges 
brought against. him in connection with 
the collapse of the company. He fur- 
nished $30,000 bond. 

Before returning to 
Toombs issued a formal statement to 
the newspapers in which he made full 
and vigorous denial of the many charges 


Chicago, Mr. 


that have been made against him on 
connection with the collapse of the 
International Life which followed the 
discovery that $3,563,000 of its assets 


were missing. There are two charges 
of grand larceny and three charges of 
issuing fraudulent stock pending against 
him in St. Louis. 

In his statement he said: 

“Relying on reports made by the 
insurance departments of Missouri and 
other states, cooperating in a conven- 
tion examination which was completed 
in February, 1927, I purchased the com- 
pany in good faith, but when I began 
delving into the records I found many 
transactions rotten to the core and real- 
ized at once it would take heroic 
forts to save the company. If these 
reports made by the insurance exam- 
iners had been correct the International 


eci- 


Life would be going today as a success- 
ful company. 

“Working day and night, and at great 
| personal sacrifice so far as my private 
business interests were concerned, I 
finally worked out a plan of financing 
that would have put the company in 
excellent condition, but certain schem- 
in St. Louis and elsewhere, who 
were more concerned about making 
large personal commissions than they 
were about the protection of the pol- 
icyholders, determined to ruin the com- 





ers 


pany in order that they might be cn- 
riched. 
“Every transaction I undertook was 


legitimate and was for the purpose of 
protecting the policyholders of the In- 


- 
concerned. 


CONVENTION PLANS 
OF THE FRANKLIN LIFE 





3eginning next year the Franklin Life 
plans to hold two agency club conven- 
tions a year, one for members whose 
paid business for the club year amounts 
to $200,000 or more with $5,000 or more 
premiums received, and another for 
those whose paid production is less than 
$200,000 and whose premiums are less 
than $5,000. Every third year the trien- 
nial homecoming will unite the two con- 
| ventions in a single big meeting at the 
| head office at Springfield, Ill. The con- 
vention for the $200,000 group next year 
will be held in Canada, either in Mon- 
|treal or Quebec. The convention for 
|the second group will be held at the 
| head office. 








Issues Tax Ruling 


WASHINGTON, D. C., Nov. 8— 
| A corporation engaged in the insur- 
lance business, but which in addition 


conducts a separate and distinct busi- 
ness from which it derives a substantial 
income, is not an insurance company 





| 


ternational Life. Every step was taken 
with the full knowledge and approval | 
of all the directors of the companies 
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within the meaning of Section 246 of 
the revenue act of 1921 and is there- 
fore not exempt from the capital stock 
tax imposed by that law. 

A ruling to this effect has been sent 
to all collectors of internal revenue by 
the Treasury Department, following a 
decision in the United States District 
Court of Western Kentucky. 

“The right of a corporation to classi- 
fication as an insurance company for 
purposes of federal taxation depends 
not upon the laws of the state of its 
incorporation but upon the acts of Con- 
gress,” Acting Commissioner of Inter- 
nal Revenue H. F. Mires said. 


WILL SCHOOL MANAGERS 
IN PICKING NEW AGENTS 





The Bankers Life of Nebraska is sup- 
plementing school work for agents 
in the field with schools also for the 
higher-ups. A. B. Olson, in charge of 
the agency force, is trying out the plan 
of schooling the district and general 
agents in the art of doing a better job 
of picking of new agents. 

“The real reason for this so-called 
school,” says Mr. Olson, “is to acquaint 
the men in the more responsible posi 
tions in the field in a more definite man- 
ner than we can by correspondence or 
otherwise with just what we are trying 
regular for 


its 


schools 


to do in our new 
agents, so that they will be in a posi- 
tion to cooperate to the fullest extent. 


Sun Life Plans Ottawa Building 


The Sun Life of Canada announces 
the purchase of three large properties 


at the northwest corner of Elgin and 
Queen streets, Ottawa. The newly ac- 
quired site faces on Confederation 


square, and has a frontage of 180 feet 
and a length of 133 feet, with an area of 
about 13,600 feet. Officials of the com- 
pany are considering the erection of a 
building which will furnish a suitable 
home for the company in the capital of 
the Dominion. 
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BUSINESS IS GOOD 


with the 


Insurance 


Company 


of America 





Few General Agency Openings in Wisconsin, 


Missouri, Illinois, 


Indiana and Ohio 





E. W. MERRITT, JR., Pres. 
A. O. HUGHES, Agency Dir. 





Executive Office: 
3401 Michigan Ave. 
CHICAGO 


Farmers National Life 
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Metropolitan Life Achievement 


THE gigantic proportions to which in- 
dustrial insurance has reached and the 
monumental part played in the develop- 
ment of that branch of the business by the 
METROPOLITAN Lire is brought out in the 
announcement that last week it issued 
policy No. 100,000,000 in its industrial 
series. The MetTropoLiTan Lire started to 
write industrial insurance in November, 
1879, which lacks a year of being just a 
half century. The total insurance in the 
industrial department is now about $14,- 
750,000,000. 

If it were attempted through some con- 
crete method to exemplify just what this 
industrial insurance signifies we would be 
surprised. The companies writing indus- 
trial life insurance have contributed much 
to civilization. They not only have fur- 
nished the means of creating an estate, 
small though it may be, but they have 
gone beyond their scope as pure life in- 
surance companies and have been construc- 
tive forces along humanitarian lines. 

Everybody is proud of the MErropott- 


Life Insurance 


Not without reason, JULIAN S. Myrick, 
past president of the Nationa AssociA- 
TION OF Lire UNDERWRITERS and now pres- 
ident of the New York State Lire UNDER- 
WRITERS ASSOCIATION, last week directed 
a message to PresipENT Coo.ince, bringing 
to the attention of the chief executive of 
the United States the important position 
held by life insurance in the picture of 
American prosperity. Mr. Myrick pointed 
to a recent speech of the president, which 
he regarded as the finest he had heard from 
Mr. Cootipce, but cited the omission of 
life insurance in the story of progress and 
prosperity in the speech which he gave 
at that time. 

There is reason for such criticism. Dur- 
ing the past few months—and years—there 
has been much written and voiced about 
prosperity, but in very few cases has life 
insurance been included, either in building 
the picture of past accomplishments or 
pointing to the future. Actually, life in- 
surance, with its vast funds of assets held 
in trust for America, young and old, and 
its stabilizing influence in the economic life 
of persons and business, is one of the best 
measures of prosperity which can be util- 
ized today. Economists, accustomed to 
mere study of bank turnover, shipping vol- 
ume, industrial production figures and the 
like, have been slow to see the important 
position now held by this great billionaire 


TAN LIFE because today it stands among 
the largest half dozen business enterprises 
in the world. A good many years ago 
Harey Fiske, who was then vice-presi- 
dent, spoke before the NATIONAL ASSOCIA- 
TION OF Lire UNDERWRITERS at its meeting 
in Cincinnati. Mr. Fiske then gave some 
figures and facts regarding industrial in- 
surance which even at that time were a 
revelation. The life insurance fraternity 
itself hardly realized what the industrial 
people were doing. At that time the men 
writing ordinary life insurance did not 
appreciate that the industrial companies 
were making such progress not only in 
writing weekly payment insurance but 
ordinary as well. 

Mr. Fiske has carried on the work of 
the Merropotitan Lire in a truly heroic 
style. It is one of the forces of the United 
States that has contributed to the sum 
total of human happiness and benefit. As 
it has grown in size and influence it has 
been able to spread its wings still further 
in a sheltering way over mankind. 


and Prosperity 


institution. In view of the statistical work 
of the numerous life insurance organiza- 
tions, it is surprising that more analysts 
have not seen the correct picture. Check- 
ing over past years, they could find that 
life insurance has always been a very ex- 
cellent measure of prosperity—and as- 
suredly the vast totals of new business and 
business in force in recent years, cannot 
be omitted from any picture that is in- 
tended to reflect American prosperity. It 
may not be a gauge for the future trends, 
for, as a matter of fact, life insurance 
should not in the future feel reactions on 
common plane with business in general— 
though even that is a surmise, past experi- 
ence having shown this to be more true 
than many would desire. But it is a very 
precise gauge for past growth and present 
actualities, and those who quote American 
business and finance, without including life 
insurance, are not fully cognizant of the 
economic state of today. Life insurance is 
part and parcel of American prosperity. 


Tue world is a looking-glass, and 
gives back to every man the reflection 
of his own face. Frown at it, and it in 
turn will look sourly upon you; laugh 
at it and with it, and it is a jolly, kind 
companion.—William Makepeace Thack- 
eray. 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











David N. Case, chief adjuster of life 
accident and group claim division of the 
Travelers, observed the 40th anniversary 
of his service with the company Nov. 7. 
Only seven other persons now in the 
home office have been connected with 
the travelers longer than Mr. Case, and 
since the company began business in 
1864, only three men have preceded him 
as chief adjuster. 

Starting as a mail boy, when the com- 
pany was in the old Henry Ellsworth 
home, Grove and Prospect streets, Mr. 
Case has witnessed the growth of the 
claim division of those days from seven 
employes to 70 in the home office life, 
accident and group claim division. Forty 
years ago the company was writing only 
two lines, life and accident insurance. In 
these 40 years the home office personnel 
has increased from 65 to more than 
5,750. The home office life, accident and 
group claim division now exceeds by 
five the size of the entre home office 
force in 1888. 

Prior to his appointment as chief ad- 
juster in 1912, Mr. Case had been en- 
gaged in all the various duties of the 
claim division. He has been closely 
identified with the activities of the In- 
ternational Claim Association. He was 
president of the association in 1917, and 
this year was chairman of the program 
committee for the 1928 convention. He 
is also serving as chairman of the com- 
mittee to amend the association’s con- 
stitution. 

Dr. R. C. Jones, medical director of 
the Western & Southern Life, is spend- 
ing November in Central America, 
Mexico and Cuba. 


John Keena, manager of the Cincin- 
nati office of the Northwestern National 
Life, was asked by the Cincinnati 
Chamber of Commerce to give a radio 
talk two different nights. The topic for 
his first talk was “Imports and Ex- 
ports as They Affect the Citizens of 
Cincinnati.” His second talk to be 
given Dec. 3, will be on “The Work of 
Americanization in the City of Cincin- 
nati.” Mr. Keena is chairman of the 
committee on Americanization of the 
Cincinnati Chamber of Commerce. He 
is chairman of the membership commit- 
tee of the Y. M. C. A., which has just 
completed a successful drive for new 
members adding 716 during the month. 
The Northwestern National Life’s Cin- 
cinnati office will produce $2,000,000 
business this year. 


Edward Garnett, " Grector of the Buf- 
falo agency of the New York Life for 
the past 20 years, and an employe of 
that company for 28 years, retired Nov. 
1, when he was guest at a luncheon at 
which the company’s agents in that ter- 
ritory were present. James Briggs of 
New York, inspector of agencies for the 
eastern division, presided at the lunch- 
eon, at which Mr. Garnett was given a 
fireside chair by his former associates. 
Special guests included George V. Shaw, 
Rochester; Fred C. Ketcheson, Toronto, 
and Chester N. Clarke, Syracue. Mr. 
Garnett’s successor, Warren B. Smith, 
formerly of the company’s Binghamton 
office, was presented at the luncheon. 


Delegates to the tenth district of the 
International Advertising Association’s 
meeting at Wichita Falls, Tex., elected 
Lorry Jacobs, director of public relations 
for the Southland Life of Dallas, vice- 
president of the tenth district. 


Thomas P. Morgan, agency super- 
visor of the Mutual Life of New York 
at the home office prior to his retire- 
ment in 1923, died at his home in Wash- 
ington, D. C., last Friday. Mr. Morgan 
was a veteran of the Mutual Life or- 
ganization and had been wth the com- 
pany 34 years, when he retired under 





the Mutual in, 
solicitor in Baltimore. In 1901 he wal 
| appointed manager at Washingt, 
D. C., and in 1909 was made agency 

| pervisor at the home office. 


Charles S. Robbins, assistant cash. 
of the Travelers’ home office, died Sat» 
day morning in the Hartford (Cop; 
Hospital where he had been a Patic 
for a week. Mr. Robbins was the th 
oldest employe of the Travelers in poi; 
of service, and would have completed: 
half century with the company Jan 
next. He was 66 years of age. haviy 
been born Feb. 3, 1862, in Harttor 
He survived by the widow and | 
stepfather, J. Stanley Scott, secrets 
of the life department of the Travele; 
who has been connected with the co; 
pany more than 60 years. 
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William H. Schwarzchild, president 
the Central National Bank of Ric 
mond, has been elected a director of #} 
Atlantic Life of that city, Mr. Schwan: 
child is a strong believer in life insy 
ance. Six month after entering busine 
in 1897 he bought $10,000 of life 
surance and has since steadily increas 
his life insurance estate. At prese: 
his insurance protection amounts : 
$520,000. It is his view that ey 
though a man has been successful 
business and has accumulated weal: 
it is necessary for him to own insu 
ance in order that the estate he hk: 
built up during his life time may 
passed intact to his family without h& 
ing subjected to depreciation throug 
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the demands of federal and state ir 
heritance taxes. 

During the “Harvest Home” drive « 
the Mutual Life of New York, the A.? 
Ballou agency in Detroit wrote durix 
October $2,224,000. To date in Noven: 
ber it has paid for $654,000. Mr. Ball 
looks for a new record on paid-for bus 
ness this month in his agency. 


Mrs. H. B. Hill, wife of the presiden 
of the Abraham Lincoln Life of Spring- 
field, Ill., is seriously ill at her home 
Mrs. Hill attended the American Lit 
Convention with her husband and o 
her return home was forced to take 
her bed. 


Two members of the Frank H. Davis 
Penn Mutual Life agency in Chicag 
Ray Thompson, agency supervisor, ani 
Nan Christiansen of the clerical staf 
died last week, both after brief il: 
nesses. Mr. Thompson and Miss Chris 
tiansen both were in the McCary ger 
eral agency of the company before * 
was taken over by Alexander Patterson 
and remained on the job when Mr 
Davis succeeded Mr. Patterson. Mr 
Patterson made Mr. Thompson a super 
visor and he continued in the post wu 
der Mr. Davis. 


Ray Barbuti, noted athlete, who * 
Olympic 440-yard champion, was 
member of the class graduating la‘ 
week in the Beers & Delong agency © 
the Mutual Benefit Life in New Yor 
and started out this week as a ful’ 
trained and qualified life underwriter i 
that office. He is one of a class @ 
seven which Mr. Beers has put throug’ 
his agency school in preparation 
field work. 


W. O. Andrews, a general agent !0 
the Missouri State Life in St. Lows 
has had the unusual experience of sel!- 
ing an annuity policy through the final 
settlement of a prior annuity. 

Three years ago he sold a cash fe 
fund annuity, with a single premium of 
$11,375 and providing for a monthly 
payment of $75 to the holder, to a busi- 
ness man. This man died a few week 
ago, leaving two sisters as the bene 
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the company’s retirement plan. He 


ficiaries of his policy. Mr. Andrews 
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SUCCESS SERIES 











This illustration and 
the character, Bob 
Brown, are borrowed 
from the Phoenix 
Mutual motion pic- 
ture, “Something 
Worth While” 


Bob Brown’s Silent Partner 


IKE all salesmen who attend the Home Office training 
school, Bob Brown was thrilled by his first visit to 
our Direct Mail Advertising Division. 

‘‘Why,”’ he said, ‘‘when I came into this business my 
friends pointed out enthusiastically that my income 
would be limited only by my own ability to sell. 

“But they fell short of the truth. How could they 
know, for example, that you would go so far to help 
me succeed ? 

**You have already increased my sales ability by care- 
ful training. And now, instead of putting me entirely on 
my own resources, you have offered me an assistant—a 
whole flock of them, in fact.”" 

Since then, Uncle Sam has become Bob Brown's valued 
and valuable silent partner. No week has ever been so 


busy, no day so full of appointments that Bob Brown has 
been unable to make new contacts, to meet new prospects. 

The United States Mail, aided and abetted by National 
Advertising, is doing much of that for him. He is doubly 
effective. He has learned how to be in more than one 
place at once. Through his Direct Mail helpers, it is 
possible for him to be both selling and ‘‘prospecting"’ 
at the same time. 

Last year Direct Mail Advertising pointed the way to 
more than $16,000,000 of new business for our salesmen. 
In many cases, it led to more than 50% of the total 
they produced. The average was 25%. Small wonder then 
that such a ‘‘helper system’ meets with universal ap- 
proval and results in outstanding success—or that Million 
Dollar Producers still find it profitable to be partners with 
Uncle Sam. 


G) PHOENIX MUTUAL 


LIFE INSURANCE COMPANY 


Home Office: 


Hartford, Conn. 


























THE NATIONAL 












We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 


Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 

+ cess—and to whom we offer exceptionally liberal and prof- 
dtable contracts. 


Very desirable territory open in 


OHIO — INDIANA — KENTUCKY 
Address §. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

















Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 











Onto - InpIANA - MicuiGAn - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - Oxtanoma - CA.iFornia - IxutNnors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 















UNDERWRITER 
suggested to the women that they fol- | 
low their brother’s example and use the | 
cash refund of $8,460 due them for the |} 
| purchase of annuities. They availed | 
| themselves of this and two annuity 
policies were delivered which provide 
for the payment of a monthly income | 
of $47.88 to the two sisters. 
Walter Stabler, who was comptroller | 
of the Metropolitan Life for 22 years | 
| 





but retired last June on account of ill 
health, has connected with the State 
Title & Mortgage Co. of New York City 
as a director. He has been appointed 
; chairman of the mortgage committee 
which passes on and approves all the 
mortgage loans made or guaranteed by 
the company or guaranteed for the Gen- 
eral Surety. Mr. Stabler was formerly 
a real estate man, being a member of 
the firm of Stabler & Smith. He was 
appointed agent for the Metropolitan 
Life building in 1905. The next year 
he became comptroller. 

As a special feature of the annua! 
“Grant Month” contest of the Business 
Men’s Assurance in November, in honor 


of the birthday of President W. T. 
Grant, bronze statues of Mr. Grant, 
six inches high, will be presented as 


trophies to every man who completes 
one of the units in the campaign. <A 
unit includes 10 accident and health ap- 
plications and applications for at least 
$10,000 of life insurance. 

Ed Loever, general agent at Terre 
Haute, Ind., for the Equitable Life of 
New York, was elected state president 
of the Izaak Walton League at the con- 
vention in Fort Wayne. He past 
president of the Terre Haute chapter. 


18 


Algernon S. Hurt, vice-president of 
the Life Insurance Company of Vir- 
ginia in charge of the mortgage depart- 
ment, who has been confined to his home 
by illness for several months, is reported 
to be on the mend and expects to be | 

















back at his desk shortly. 


| oftice 


November 9, 19 
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SHIPLEY GOES TO OKLAHO™ 
































Penn Mutual Promotes Billings’ Gx.¥J 
eral Agent—J. E. Roberts and 97 


B. F. Martin Advanced 5 

entneiaeiis & 

The Penn Mutual announces H 

transfer from Billings, Mont., to Ok. 

homa City of Robert T. Shipley, )-§ 

several years its general agent in }. 
lings. Mr. Shipley formerly was a 
trict manager for the Mutual Lij 


Billings and on joining the Penn Mut 
was put in charge of the western \ : 
tana. Mr. Shipley has been placed 
charge of Oklahoma and will begin 3 
work on Jan. 1. Colin S. Campbell, j 
several years in charge of that ter 
tory, will give his entire time 
sonal production. 

James E. Roberts, for some time 
member of the Billings agency, will su 
ceed Mr. Shipley. Ben F. Mart 
whose personal production in number 
lives insured each year has for sever 
years been at the top or close to the t 


ji eo ea 





in the Penn Mutual’s record, will 
associate general agent. 
D. Walker Lawton Fy 


D. Walker Lawton has been appoin 
general agent of the Volunteer Sta§¥ 
Life at Spartanburg, S. C. He was bor 
in Hampton county of that state, is! 
years of age and a graduate of Woffc 
college in Spartanburg, being a men-§9 
ber of the class of ’27. € was capta 
of the football team and manager 
the baseball team. During his last t 
years at college he paid his expen) ® 
by writing life insurance. \ 














Loraine E. Thompson 


John L. Shuff, manager of th« f 
agency of the Union Centdp® 








in the State of Minnesota. 
agency, then here is your opportunity. 
and non-forfeitable renewals. 


Indemnity. 


basis. 


from nearest age 10 to nearest age 60. 


A. L. HEREFORD 
President 





Our policies are fair and liberal, the net cost on a low, competitive basis. 
are written with or without Total and Permanent Disability, Premium Waiver and Double 


MINNESOTA 


E are now ready to offer to acceptable men Direct Home Office Genera! Agency Contracts 
If you feel you are capable and qualified to develop a real 
Our contracts provide for liberal first year commissions 


Thirty-two years of experience with Monthly Payment plans has taught us that installment buy- 
ing is here to stay. Every policy issued by this company may be sold on the monthly installment 
Our $1.00 a Month Policy gets the business where others fail. 
short non-medical application, to children from six months to nearest age 9, and the adult form 
Why not investigate? Write direct to the Home Office. 


Serve and Succeed With The 


Springfield Life Insurance Company 


SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 


Superintendent of Agencies 

















All Standard Policies 
It is issued on a very 4 
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Life, announces the appointment oi 
Miss Loraine E. Thompson as the as- 
sistant manager of the agency. Miss 
Thompson has been Mr. Shuff’s private 





ecretary for the past six years and is 


: ar in the agency . ! 
very popular in the agency. A special | , 


is being put on in her honor. | 


Mr. John Sebastian of course continues 

as associate manager of the agency. 

Miss Thompson is one of the brightest 

women in the insurance business in Cin- 

cinnati and has well earned the promo- 
that has been given her, 


R. L. Gascon 


R. L. Gascon has been appointed gen- 
eral agent of the Volunteer State Life 
at Shreveport, Ia. He has not been in 
the life business but has been engaged 
in selling for the last nine years. 


W. S. Allen, Jr. 


The Madden Agency of Milwaukee, 
general agent for the Kansas City Life 
in Milwaukee and Wisconsin, has an- 
nounced the appointment of William 
Stickney Allen, Jr., as associate general 
agent for Milwaukee county. Mr. Allen 
has been in sales work previous to 
joining the Madden agency. 





W. L. Reauveau 


W. Lee Reauveau, former Oakland 


| district manage! 





district manager for the Aetna Life. | 


has been appointed agency director for 


the Massachusetts Mutual Life in San | 
Francisco, according to announcement | 


by H. A. Binder, general agent. Mr 
Reauveau who has had a long trainin; 
1 sales work and in various executiv: 
apacities, 
seven years ago. He has been suc- 
ess{ul both as a personal producer and 
s agency builder. 





H. G. Durland 


H. G. Durland, assistant sales man- 
r for the University Gypsum & Lime 


Company in Fort Dodge, Ia., and for | 
18 years associated with that industry, | 
as resigned to become associate gen- | 


1 


ral agent for the Penn Mutual Lif 
the office of H. G. Greene. 





G. Ray Stuart, C. L. Gibbs 


G. Ray Stuart, manager for two and | 
ne-half years of the Miami, Fla., office | 
f the New York Life, has been pro- | 


moted to manager of the agency for 
Delaware, with 
Mr. Stuart will be succeeded 
1 Miami by C. L. 


nville office. 


nington, 





Lee Eppinger 


Lee Eppinger has been appointed 


general agent of the Register Life in 
Kansas City to succeed J. E. McLeod. 
He attended Kansas University and 
aiter operating an automobile agency 
went with the North American National 
Life at Holton, Kan. He was trans- 
lerred to Kansas City and made district 
manager. He left this position to be- 
come associated with the United Sales 
xecutives and later opened an insur- 
e office of his own. 





Carroll T. Scott 


Carroll T. Scott has been named su- 
ervisor of the Virginia department of 
e Reliance Life with headquarters at 
chmond. He was formerly district 
manager and agency organizer for the 
mpany at Newport News. Mr. Scott 
's a graduate of Hampden-Sidney Col- 


r 
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Life Agency Notes 


.. W. Harris Freda has been ap- 
inted director of personnel in Cleve- 
~_ and district, by the Manufacturers’ 


Hubert J. Buell, for ten years con- 
' ed with an Indianapolis wholesale 
duce house, has been appointed spe- 
al home office representative of the 
ndianapolis Life. 
7: T. Ferriter has been made head of 
nsurance department of the United 





headquarters in Wil- | 


Gibbs of the Jack- | 


| 





entered life insurance about | 


the 
Cal., has appointed A. 


\ ne fr WwW 
sents Unit 
us several fire 


Eugene W. 
Columbian National Life 


1iS assistant 


James ¢ ‘ 
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and sales manager 
rgeanization in the 
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Mut Lif i ee ¢ 
s WwW James Chenoweth, w »> died son 
rt Mr. Chapman has been 
agent of i larg rdy t con \ 
at Oakland, 1. lL. Secord has bee ippoin 
Howard Kepler as | t manager f t N h A 
of the Lif of Canada Moose Jaw l 
territor) ( with npany 
een appointed year and v ly pr 
ichusetts ] 
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EASTERN STATES ACTIVITIES 








FORM COMPANY IN NEW YORK } nent position now held by 
terests in the field of banking through- 
out the country, there is considerable in- 
t of the entrance of these men into 
is understood 


Italian Interests Back of American Life, 
Which Will Be Ready by 


NEW YORK, 
ests of this city 
legal reserve life insurance company, to 
» American Life of New 
Capitalization and other details 
have not yet been announced, but it is 
expected that these will be worked out 
and the company ready for operation by 


be known as the 


York. 


the first of 


were published 
are being sold. 


ganization details. 





Italian inter 
are organizing 


J. Wolfe, consult- 
ing actuary of this city, is handling or- 
In view of the emi- Dr 


terest 
the life insurance field. It 


Italian 


+ 


that they are to launch a well financed | 


and aggressive 
start in a big way. 
associated with its organization 


company 


a new 


notices | Poggi, Giovannia B 
shares | Canepa and Henry Bornori. 


{ har les J 


which 
The names thus far 


zio, Palo Pareti, Joseph Camisa, Leo- | 
pold Porino, Leopold Ceva, Emilio Na- | 
vone, Dr. James P. Croce, Dr. Anthony { 
Perazzo, Domenico 


Rockwell Talks to Managers 


Rockwell, who has just 


2 Maal | from August, 1928. 
corporators are: Giovanni B. Bacciga- | 
luppi, Edward Bergonzi, Orazio Quei- 
roli, James Bergonzi, Bartolomeo Bri- | 


| 7.9 percent 
| sales incre ased 3.1 





< < surance Uin 
cinnat ive talk before the Cincinnat 
general agents, discussing teachin 
insurance, 
ROCHESTER DISTRICT SALES 


Report Made to the Chamber of Com- 
merce as to Life Insurance 


Production 
Vhe Rochester Chamber of Corm- 
merce makes a report of life insurance 


activities in its district. It says: 

“Ordinary life insurance paid for in 
September in the Rochester district as 
reported by 27 local offices to the Cham- 
ber statistical bureau amounted to $3,- 
954,934, a 15 percent decline trom Sep- 
tember, 1927 sales and a 17 percent drop 

Twelve companies 
exhibited increases as compared with 
September, 1927, hgures. 

“Nationally, new ordinary life insur- 
ance sales of paid-for business in Sep- 
tember showed a 3.6 percent increase 
from September, 1927, and a 12.1 per- 
cent decline from August, 1928, Cumu- 
lative nine-month local totals indicate a 

whereas national 
percent from paid 
for sales the first three quarters of 1927 


decline, 











During October representatives of the Union Central are 
engaged in putting over the fourth annual Policyholders’ 
Service Month Campaign. It promises to be an even greater 
success than its three predecessors. 
month more than 1,000 Agents had enrolled and pledged to 
President Sage that they would call on all of their old policy- 
holders during October, offering to each the many services 
available with the assistance of material specially prepared 


by the Home Office. 


“Why have one Policyholders’ Month?”, an Agent asks. 
“TI make every month Policyholders’ Month.” 


That is a beautiful sentiment. 
been that systematic service brings the largest, dividends 
both in good will and in new business from old poligyholders. 


We used to think that our old policyholders were giving 
us a rather handsome volume of new business every year. 
But during the three years in which we have held these 
annual Policyholders’ Month Service Campaigns, our annual 
new business from old policyholders has jumped from less 
than 57 millions in 1924 to more than 81 millions in 1927. 


You can judge for yourself why Old Policyholders’ 
Month has become an institution in the Union Central. 


Systematic Service Pays Big | 
Dividends From Policyholders 


But our experience has 


The Union Central Life Ins. Co. 


Cincinnati, Ohio ~ 


Before the first of the 
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The writing of many large policies in 
metropolitan centers is believed respon- 
sible for the fact that the Rochester dis- 
trict is running behind the national 
trend. 

“Rochester district paid-for sale sum- 
maries are shown in the following ta- 
ble: 











1928 vs. 
19% 28 927 1927 
, -dawneee $4,751,549 $5, 490, 605 —13.5% 
Pom seceean 5,235,213 5,910,969 —11.5% 
March 6.837.114 6,309,341 8.4% 
a eee 6,227,798 5,871,933 6.1% 
May 5.174.260 6,012,219 —13.9% 
SE et nakns 5,068,431 6,384,728 —20.80/, 
 cennews 4,913, 73% 863,723 — 1.0% 
August . 4,752,403 5,399,610 —12.0% 
BOG. «coven 3,954, 934 t —15.3% 
Total ...$46, 905 rT 29 $: 50, 899 9.044 — 7.9% 
Adds to Cincinnati Force 

Laurence C. Witten, Cincinnati gen- 


eral agent for the Massachusetts Mutual, 
has added Robert F. Ives, Howard 
(Bud) Behle and H. C. Upson to his 
staff. Mr. Ives was formerly with the 
Globe Soap Company, of which his 
father was president. Mr. Behle was 
with the Whitaker Paper Company of 


Cincinnati and Mr, Upson with the 
Houston Coal Company. : : 
The Massachusets Mutual Life is 


moving into larger space in the Union 
Trust building in Cincinnati. The office 
is writing $4,000,000 this year. 


Name Ryan’s Successor Soon 


The Provident Mutual Life expects to 
announce the successor to the late 
George W. Ryan as general agent at 
Pittsburgh within the next fortnight. 

Walter D. Cross of the home office, 
assistant to the manager of agencies, is 
temporarily in charge of the Pittsburgh 
agency. 


Issues Group Ruling 


Trade unions which secure group life 
insurance policies must insure all the 
members of the union actively engaged 


on 


than 
sured, 


Linnell, acting insurance 
of Massachusetts, 


insurance under authority of a 
passed by this year’s legislature. 


Prudential Case Decided 


tract considered in this case, to defeat 
the rights of the beneficiary named in 
the policy, by exercise of an option to 
pay insured the money in his lifetime, 
the money must have been actually paid 
to him, and completed arrangements to 
pay it would not suffice. Prudential vs. 
Fidelity Union Trust Co., Ct. Errors 
and Appeals, N. J. 





Honor Smith at Binghamton 


Warren B. Smith, agency director for 
the New York Life at Binghamton, 
N. Y., for the last 12 years, was the 
guest of honor at testimonial dinners 
given by the Lions Club and the Bing- 


surance is on a contributory basis, must 
offer it to all eligible members, not less 
75 percent of whom are to be in- 


This ruling was made by Arthur E. 
commissioner 
in a letter sent to in- 
surance companies issuing this type of 
law 


Held that under the life insurance con- 


hamton Life Underwriters Association 
before leaving for Buffalo, where he be- 
came agency director for the New York 


Life Nov. 1. Mr. Smith was a past 
president and former deputy district 
governor of the Lions, and that club 


gave him a past president’s button and 
a traveling bag. The underwriters as- 
sociation presented him with a gold 
cigar lighter. Presidents of both clubs 
paid tributes to Mr. Smith for his work 
in behalf of their respective organiza- 
tions, 





Boston Managers Honor Clark 


| The Round Table Club of Boston, 
| composed of managers and general 
| agents, gave a congratulatory dinner to 
| Paul F. Clark, general agent of the 

John Hancock Mutual Life in Boston, 

Thursday night in recognition of the 
| recent election of Mr. Clark as presi- 


| dent of the National Association of Life 
| Underwriters. Some 35 were present 
and Donald A. Cameron of the Sun Life 
presided. Robert W. Moore of the New 
England Mutual Life spoke and Floyd 
E. DeGroat of the Mutual Benefit, in 
behalf of the general agents, presented 
Mr. Clark a silver punch bowl of the 
Paul Revere model. 











IN THE MISSISSIPPI VALLEY 














CALL IOWA OUTLOOK BRIGHT 


President Denny of Central Life Com- 
ments on Insurance Conditions, 
Particularly in Home State 


DES MOINES, Nov. 8.—Life insur- 
ance business in Iowa this year should 
exceed all previous years in volume, 
judged by general business conditions 
and by the sales the first nine months 
of the year, Dr. T. C. Denny, president 





in the same occupation, or if the in- 


of the Central Life of Des Moines, said 


recently in commenting on economic 
conditions in the states in which the 
company operates, and particularly the 
home state. 

Indicative of general prosperity, Dr. 
Denny cited figures from his company 
| which show increased repayment of 
policy loans, increases in assets and sur- 
plus and a general gain in insurance in 
force. Recently the Central Life an- 
counced a 22 percent increase in the divi- 
dend schedule for 1929 over that of this 
year. 

Coincident with Dr. Denny’s optimistic 
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comment on general business conditions, 
he said that executives of the company 
are now working out a comprehensive 
program of expansion for next year. 


HEIFETZ IN NEW QUARTERS 


Moves Into Elaborate Offices on 14th 
Floor of South Half of In- 
surance Exchange 


Samuel Heifetz, one of the Chicag 
general agents of the Mutual ragl 
New York, has officially opened his n 
agency quarters on the 14th floor of th. 
new section of the Insurance Exchange 


The agency has been domiciled in the 
Illinois Merchants Bank building. The 
new offices, which surround the court 


of the building excepting for one small 
piece of office space, provide cons ider- 
ably more room than the agency has 
had. 

The new quarters include private of- 
fices for many of the agents on th 
staff, and the remainder of the desk 
space is sufficient to accommodate tly 
rest of the present staff and additio: 
to the staff. The quarters are complet 
with medical room and an agency audi- 
torium. 


CHARLES E. HOBBS NEW 
KANSAS COMMISSIONER 


Charles E. Hobbs will be the 
insurance commissioner in Kansas. H: 
will take office Jan. 14. The election 
of Mr. Hobbs has been assured for 
several weeks and he has made no per- 
sonal campaign. The Republican stat 
committee made the entire campaign 
and it was not necessary for Mr. Hobbs 
to get out into the campaign at all. 
Mr. Hobbs has been with the depart- 
ment many years. He is an account- 
ant and formerly lived in Osage county 
and later at Baldwin. He first joined 
the department as an examiner and 
when Frank L. Travis was superintend- 
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bank locally and 
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ent Mr. Hobbs became actuary for the 
department and has remained in that 
position ever since. He was a candi- 
date for commissioner six years ago and 
lost to W. R. Baker and then became a 
candidate in the primaries against John 
B. Smith, assistant commissioner, to 
succeed Mr. Baker. Mr. Hobbs won in 
the primary by a handsome majority. 





Explains Company’s Plans 

The three Chicago agencies of the 
Penn Mutual, at a recent meeting, re- 
ceived an explanation of the company’s 
plans for policyholders’ months, No- 
yember and December. These plans 
were brought in person by Vincent B. 
Coffin, director of education, assisted by 
|. H. Jefferies, agency secretary. Over 
130 Penn Mutual agents attended and 
expressed keen enthusiasm for the serv- 
icing program. The three general 
agencies then joined in a luncheon, at 
which Mr. Coffin presided. There were 
brief talks by General Agents Frank H. 
Davis, Charles B. Stumes, of Stumes & 
Loeb, and Wade Fetzer, president of 
W. A. Alexander & Co. Similar meet- 
ings have been held all over the coun- 
try. 





Carried $262,000 on Life 


Herbert Templeton of Oak Park, IIl., 
vice-president of Wells & Co. of Chi- 
cago, who recently died, carried a total 
of $262,000 of insurance on his life. He 
was 59. He carried the insurance in 
several companies. 


Hintzpeter Agency Makes Good Gain 


October production in the Herman 
Hintzpeter general agency of the Mu- 
tual Life of New York in Chicago 
totaled $2,023,500 paid-for business, an 
increase of $13,500 over last October’s 
production. For the year to date the 
agency is $1,500,000 ahead of the same 
period of 1927. 

To provide space for the increasing 
agency staff, Mr. Hintzpeter has rented 
1,085 square feet of additional space ad- 
joining his present space on the eighth 
floor at 208 S. LaSalle street. The space 
will be occupied by the agency as soon 
as present tenants vacate. 





New Company in Des Moines 


The Mutual Old Line is being organ- 
ized in Des Moines. It will be an old 
line legal reserve company issuing par- 
ticipating policies. 

The first officers and directors of the 
company are: D. E. Allredge, president: 
F. L. Groesbeck, vice-president and 
counsel; M. E. Brackett, vice-president; 
Ward E. Hall, secretary; Fred A. Her- 
mann, treasurer; Charles W. Dau and 
Joe S. Green, directors; Dr. Carl H. 
Carryer, director and assistant medical 
director, and Dr. F. E. Foulk, medical 
director. 

The company headquarters are at 211 
Crocker building. It will be a mutual, 
organized under the compulsory deposit 
laws of the state. The company is now 
getting charter members. Much of the 
business will be written by mail. 


Take Country Territory 


_Griffin, Ingram & Pfaff, local agents 

of Chicago, who have taken over the 
L, A. Williams agency of the Equitable 
Life of Iowa in Chicago and com- 
bined it with their own general agency 
of the company, will hereafter have ter- 
ritory in northeastern Illinois in addi- 
tion to Chicago. This firm has forged 
ahead rapidly in life insurance produc- 
tion. It is regarded as one of the most 
Promising agencies of the Equitable. 


Rounds Out Quarter Century 


Charles F. Brooks of the Phoenix 
Mutual Life completed his 25 years of 
Service with that company on October 
1. He was given a service medal by 
the company. He is the supervisor of 
the company’s buildings and supplies. 
At the time of this anniversary he also 
celebrated his 40th wedding anniversary. 
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COMMISSIONER GIVES RULING AMERIC AN LIFE 
Thigpen Holds Anti-rebate, Anti-dis- INSURANCE ( ‘O 
crimination and Licensed Agent o 


Laws Violated 























MONTGOMERY, ALA., Nov. 8— 
Superintendent Thigpen has issued a OFFICES 


ruling in regard to the alleged violations . 
of the anti-rebate, anti-discrimination DALLAS, Home Office Building 
CHICAGO, 128 N. Wells St. 


agent’s license laws. Mr. Thigpen said 
that the prevailing tendency in Alabama 
is to offer loans with a low rate of inter- 
est and no commission charge as an in- 
ducement to buy life insurance, the 


offer being limited to certain areas and Prompt Service From Both Offices 
populations. ° ° 

Superintendent Thigpen’s ruling fol- Maximum Security to Treaty Holders 
lows: 





Ruling Made 





Effective from this date no life insur- 


ance company or the agents thereof MORTON BIGGER BERT H. ZAHNER 
transacting business in this state shall Secr tary : ~ 

give or offer to give as an inducement 3 A. C. BIGGER Chicago M ger 
to insurance mortgage loan service, com- President 

mission free, unless that fact be clearly Cc. W. SIMPSON MERLIN OATES 
stated in the policy contract of insur- Medical Director Actuary 


ance. Nor shall any such company or 
the agents thereof, give or offer to give 




















Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 
Medical. 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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GOOD MANAGEMENT 


is of vital importance in the conduct of any 
life insurance company. 


The management of the Equitable Life In- 
surance Company of Iowa has been good 
because the executive officers feel a deep re- 
sponsibility for the excellent reputation of 
the Company, its financial stability, service 
to policyholders and assistance to agents. 


The broad, understanding spirit of co- 
operation with the field force in the Home 
Office is outstanding. 


























Founded: 1867 Home Office: Des Moines 





inducements to insurance, even 
specified in the policy contract, 
to any class of individuals and refuse 
them to others of the same class and 
equal expectation of life, because said 
others of the same class and equal ex- 
pectations of life, are not within the 
limits of the favored territory approved 
by said company and its agents for the 
making of said mortgage loans. 

Any violation of this ruling invokes 
the penalty specified in Section 473 of 
the insurance code and will be promptly 
reported to the proper officials for atten- 
tion. 

Any life insurance company 
ing business in this state according to 
the law as required by this ruling, as 
specified above, but which issues insur- 
ance on the life of others than the loan 
applicant, procured by the loan appli- 
cant, shall procure an agents license for 
said loan applicant before closing the 
transaction or will be subject to the 
penalty provided in Section 450 of insur- 
ance code. 


such 
though 








transact- 


































WE WANT GOOD AGENTS 
AND WILL PAY THEM WELL 


Excellent territory available in 
Nebraska, Colorado, South Dakota, 
Kansas, Missouri, Iowa and Texas. 


For details of our liberal agency offer, write to 
Tuos. F. Bourke, Vice-Pres. and Supt. of Agencies 


NORTHWESTERN LIFE 
INSURANCE’ COMPANY 


G. STORZ, President 


OMAHA =- - - - NEBRASKA 























TEXAS LIFE BUSINESS GOOD 
Companies Pass 1927 Mark Already— 
Expect to Make Record During 
Remaining Weeks 


DALLAS, TEX., Nov. 8—With the 
agents continuing to produce normal 
amounts of new business in the 11th 


month of the year it appears certain that 
life insurance companies of Texas and 
the out-of-state companies doing busi- 
ness in the state are going to establish 
a record for the amount of new business 
put on the books during 1928. 

Practically every life company in 
Texas reports the amount of new busi- 
ness put on the books during the first 10 
months of the year and the first week 
of the 11th exceeds the total amount 
written during 1927 With six more 
weeks to go the companies expect a 
record will be established. 

The foreign companies operating in 
Texas report the amount of business 
they will write during 1928 will be far 
above that of 1927, with few exceptions. 

New Companies Prosper 


One feature of the business this year 
is the amount of business written by 
new companies. There are three or 
four of the life companies which began 
writing this year and they report they 
have already exceeded the quotas thev 
set for the year and that during the 
remainder of the year they expect to 
continue piling up applications. 


While the business in Texas has been 
good all the year, the writing in the 
grain belts and the cotton producing 
areas has been very satisfactory since 
July. The rice farmers, pretty hard hit 
in 1926, made a fair crop in 1927 and 
another this year. They are in fair 


shape and the writing in those sections 
is better. The business has been fair 
in the livestock areas for some time. 
Companies report the business the 
cities and towns has shown in- 
crease this year. 


in 
some 


Small Policies Predominate 


In the rural districts the average pol- 
icy written is around $2,500. There are 
some $10,000 and $20,000 policies being 


written in these districts but they are 
infrequent. As a_ general rule the 
straight life or the endowment are the 


best sellers in the rural districts. 

There is a fair increase reported in 
business insurance writing in Texas. 
Some of these policies are for $100,000 
and even up to $250,000. There is also 
an increase in monthly endowment busi- 
ness, the companies report. 


FLORIDA LIFE COMPANIES 
COMPLETE MERGER DEAL 





Stockholders of the Victory National 
Life and the Gulf Life have approved 
a merger of the corporations. The new 
company will be known as the Gulf Life 
and will maintain offices in Tampa and 
Jacksonville. The capital and surplus 
will total $600,000 and the assets aggre- 
gate more than $1,000,000. The annual 
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senting $35,000,000 of insurance in force 
is $1,400,000. Col. Sumter L. Lowry, 


Jr., president of the Victory National 
Life, was elected chairman of the boar 
and T. T. Phillips of Jacksonville, presi- 


dent of the Gulf Life, was made presi- 
dent of the new corporation. 

The other officers of the corporation 
are: L. A. Bize, Tampa; S. Kendrick 
Guernsey, Orlando; L. J. Larzelere, 
Jacksonville; H. T. Lykes, Charles G, 
Mullen and Jerome Waterman, Tampa, 
vice-presidents; H. T. Parker, Jackson- 
ville, secretary; E. L. Phillips, Jackson- 
ville, treasurer; M. S. Niehaus, Tampa, 
and G. A. Rushing, Jacksonville, assist- 
ant secretaries. 

Industrial offices will be maintained 
in Jacksonville and the ordinary insur- 
ance offices will be established in Tam- 
pa. Every form of life insurance will 
be written, at all ages from one month 
to 65 years, by a combined agency force 


of 350 men covering every section of 
the state. 
Ratification of the merger was the 


culmination of weeks of intensive effort 
by the presidents of both companies 
Many conferences were held with W. \. 
Knott, state insurance commissioner, at 
Tallahassee, and the transaction has 
been approved by Mr. Knott. 


PREMIUM BINDS COMPANY 
AFTER GRACE PERIOD 


Retention of a premium paid after the 
expiration of the grace period on a life 
insurance policy is binding on the com- 
pany and keeps the policy in force, ac- 
cording to a decision in the case of 
Brewer vs. Equitable Life of New York, 
just rendered by the Kentucky Supreme 
Court. Jack Brewer had a policy on 
which the premium was due Nov. 21, 
1925, and on which the grace period ex- 
pired Dec. 22, 1925. On Dec. 30 Brewer 
sent a check which was deposited by 
the cashier of the Equitable Life. The 
cashier mailed Brewer what was de- 
scribed as an “escrow receipt” reciting 
that the premium was accepted subject 
to satisfactory showing of good health. 
On Dec. 30, the day on which the check 
was sent, Brewer became ill and de- 
lirious and so remained until his death on 
Jan. 12. The court said that when a pre- 
mium is tendered after the expiration of 
the grace period the insurer need not 
accept it, but if it does accept it it must 
bring home to the policyholder the con- 
ditions it desires to impose. 


SEVEN-DAY “FLOATING 
CONVENTION” PLANNED 


A floating convention of seven days 
and a visit to Niagara Falls and to 
Canada have been decided upon by the 


Lamar Life of Jackson, Miss., for the 
All-Star Club for 1929. 
In August of this year the All-Star 


convention was held aboard the steam- 
ship Atenas during a nine-day Caribbean 
cruise, the party stopping off in Havana 
and in Spanish Honduras. The plan 
was so popular that the selection made 
this early for 1929 includes a seven-day 
cruise of Lake Michigan, Lake Huron, 
Georgian Bay and Lake Erie, according 
to announcement of C. W. Welty, first 
vice- -president and general manager. 
The trip from the home office and re- 
turn will cover 3,000 miles by train and 
boat. From Jackson the party will go 
by rail to Chicago, and take the steamer 
“North American” there. Visits will 
be made at Detroit, Cleveland, Buffalo, 
Niagara Falls and Parry Sound, Ont. 


Conduct Managers School 


The Life Insurance Sales Research 
Bureau of Hartford held a school for 
managers recently in Houston at which 
42 men from all over Texas and one 


each from Oklahoma, Louisiana and 
Tennessee were in attendance. The 
school was conducted by J. M. Hol- 


combe, Jr., manager of the bureau, and 
his assistant, C. H. Kenagy. 

The school exceeded all expectations 
in attendance and in results. Every sec- 





income from the 210,000 policies repre- 


tion of Texas was represented, most of 
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the life ssaniien of Texas 
attendance. ; 

Homer G. Hewitt, Houston 
promoted the school. Burke Baker, 
president of Seaboard Life of Houston 


was responsible for the good attendance, | manager, 


the arrangement of details was handled 
by Joseph S. Smith, general agent 
Houston for the Aetna Life. 


Cited on Rebate Charge 


Duke A. Putney, general 
Richmond, Va., for the 
Life of Portland, Me., has been cited 
to appear before the state corporation 
commission Nov. 27 to answer a charge 
that he granted a rebate to M. B. Gwin 
of that city in writing him jor a pol- 
icy on his life. 


Union Mutual 


Denying that he was guilty of the 
charge, Mr. Putney stated that “the full 
amount involved in the premium was se- 
cured by notes.” 


Great Republic Officials on Tour 

W. H. Savage, 
Great Republic 
Stapleton, field 


vice-president of the | 
Life, and Frank M. 
superintendent of the 
company, who attended the annual 
meeting of the Association of Life 
Agency Officers in Chicago, started a 
tour of the southwest following that 
meeting and are spending several days 


at Oklahoma City on business in con- 
nection with agency plans for that 
state. It is the intention of Mr. Savage 
to visit the Arkansas agencies of thi 

company and possibly the Texas field 
before returning to headquarters in Los 
Angeles. 


Alabama Company Under Way 

The Citizens Life of Alabama has 
heen licensed. Its authorized and paid- 
in capital is $100,000. The par value 
of the shares is $1; they were sold at $5 


at | 


having good | 


district | vice-president, J. E. 
manager for the Northwestern National, iP GC. 


agent at | 


| 


| 


| Bacon and Secretary J. E. 


LIFE 


indemnity. The offi- 
Joseph F. Little; 
Pierce; secretary, 


ability 
cers are: 


and double 
President, 


Davis; treasurer, Jere Murphy; 
medical director, Dr. E. V. Caldwell; 
superintendent of agents and general 


J. L. Moore; consulting ac- 
Speakman. The company 
Alabama and is about to 
Mississippi, 


tuary, F. M. 
is licensed in 





enter Georgia, Arkansas, | 
Tennessee, Louisiana, Texas and Mis- 
souri. 
Joins Fidelity Union Life 
Earl B. Smyth, president of the First 

National Bank of Mart, Tex., has as 

sumed his duties as vice-president and | 
treasurer of the Fidelity Union Life of 
Dallas. Mr. Smyth will continue as 
president of the Mart bank but will 
make his home in Dallas. 





Seeks Advertising Information 


From far off Australia comes an in- | 
quiry to the Republic National Bank of | 
Dallas, asking for information concern- 
ing the cooperative advertising plan of 
the Texas life insurance companies. 
The writer indicated that there is a plan | 
afoot to run a similar campaign in Aus- | 
tralia. | 


Union Standard’s Meeting 


Agents of the Union Standard Lite 


of Dallas gathered at the home office 
for a combined business and_ social 
| meeting. The morning was given over 


to discussions of problems of the agents 
in the field while the afternoon and 
evening were devoted to visits to the | 
Texas State Fair and theaters. A ban- 
quet closed the two-day meeting. which 
was managed by President William 
Guest. 


Close $400,000 Business Case 


Business policies totaling $400,000 


thus producing a cash surplus of $400,- | have just been written on the lives of | 
000. The surplus was used in the pur- | two officers of a furniture concern ot 
chase of ordinary business (name of | Marion, Va.. by the Provident Mutual 
company not furnished) in the amount | Life, according to Ernest H. Perkins. | 
of $25,000,000, which leaves the capital | general agent at Richmond, who assisted | 
at $100,000 and the surplus $100,000. | in working up the case. The insurance: 
The company issues the usual forms of | all ordinary life, is for the benefit 

life and endowment policies and dis- | the firm. 
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BREAK GROUND FOR BUILDING 


| 


President Vernon Officiates at Cere- | 


mony—Company Organized at 
Denver in 1920 


The Mountain States 
ground for a new office 
Hollywood, Cal., recently. 
building will be located at Yucca and 
Vine streets. President William L. Ver- 
non officiated at the ground-breaking 

re mony. 





Life 
building in 
The new 


Th 1e Mountain States Life was organ- | 


1920, and 
Octo- 


ized in Denver in October, 
was later moved to Hollywood. 


broke | 


ber, 1927, was the largest month in the 
production of new business in the his- | 
tory of the company, when $1,381,500 


was written. 
_The new home office building will be 
six stories high, and will cost -approxi- 
nately $100,000 when completed. The 
officers of the company are: William L. 
Vernon, president; R. N. Stevenson, 
Vice-president and agency manager; 
D. Collins, secretary-treasurer; William 
\. Munster, assistant secretary and ac- 
tuary; Dr. H. J. Strathern, medical di- 
rector, and J. M. Miller, agency secre- 
tary. The directors are: E. H. Allen, 
Gilbert H. Beesemyer, George L. East- 
man, William A. Otis, James Irsfeld, 
I. W. Ady, Jr., and C. F. Binkley. 


Peterson Agency’s Record 


_ Clarence W. Peterson, 
San Francisco branch 
Mutual Life, 


manager of the 
office of the 


Phoenix reports that his 


t 


agency has written 155 percent of th 
business done for the entire year 1923 
While none of the men in his agency 
have been in the business more than 
two and a half years, each agent is av- 
eraging high in production. Herber: | 
Burbank, who has just completed his | 
first year as an underwriter, was the | 
leading producer in October, making a 


record of 173 percent of his quota. Mr. | 
Burbank has produced business every 
week since he became connected with | 
the business and in his first 12 months | 
has completed a little more than $300,- 


| 000. Richard Sherwood took second po- | 
sition by writing 126 percent of his 
quota and Ernest Oaks followed with a 


record of 


OCCIDENTAL LIFE BREAKS 
ITS HIGH MONTH RECORD 


103 percent. 


A new record in its life insurance 
sales was established in October by the 
Occidental Life of Los Angeles when 
new business. 


$2,819,010 was written in 
according to R. J. Giles, secretary and 
general manager. The month’s total | 


represented an increase of $724,630 or 
34.5 percent over October of last year. 
Sales for the first 10 months of the | 
vear amount to $23,199,675, an increase 
of $3,974,738, or 20.6 percent over 1927. | 
The company thas nearly reached the | 
sales quota of $24,000,000 which was 
set for 1928. 


the 


Harper Moulton, general agent for 


State Mutual Life of Massachusetts in 
| Chicago, was in New York last week for 
a brief visit. i 
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DAY-O-GRAM 


Agents and Brokers 


have found the Union Central service so good that 
they have submitted 


Seventeen Hundred and Two Applications 


for 


Sixteen Million Three Hundred and 
Fifteen Thousand Dollars 


on the lives of Chicagoans during the first eight 
months of this year. 


Why? 
Because: 


We offer the 
The most liberal underwriting— 
(Only 3 date ) 


Liberal substandard ratings— 


best of service— 
declined business to 


Low premium rates— 
Big dividends— 


Practically no lapses— 


Half of the field man’s success depends 


upon his management. 


Get with Chicago’s big Agency, backed 
by twenty years of Chicago’s most aggressive 
and successful leadership, housed in the 
world’s finest Agency quarters and be assured 
of success. 


We shall be glad to have you call or 
communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 
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WANTED EXPERIENCED SALESMEN 





Merchants Life Insurance Company 
William A. Watts, President 


Des Moines, Iowa 





Choice Territory 
Full Line of Policies Ages 0 to 60 
Top Commissions to 


MEN WHO PRODUCE 





“ALL FOR ONE, ONE FOR ALL” 


A Mighty Host, Fighting for the Protection 
of a Man’s Most Valuable Asset—HIS LIFE 


Recruits Needed 


iF 


Write Today 











ACCIDENT AND HEALTH 

















NEWSPAPER POLICIES AN AID 


Can Be Used by Accident and Health 
Men to Boost Their Business, Says 
George Brown of Detroit 


DETROIT, Nov. 7.—Instead of being 
detrimental to the sale of the regular 
policy forms, the policy recently adopted 
by many large newspapers of giving 
readers accident policies at low cost ca: 
and should be utilized by accident insur- 
ance salesmen to boost their own busi- 
ness, in the opinion of George Brown, 
general agent for the Continental Casu- 
alty and member of the Brown-Hawso; 
Agency. 

“Never had accident salesmen had 
such an opportunity thrust before them,” 
says Mr. Brown. “The minute Mr 
Smith announces the fact that he has a 
policy from the Daily Wimpus, there's 
the opportunity for the go-getter sales- 
man to tell Mr. Smith exactly what Mr, 
Smith has in the way of an insurance 
policy. 

“If Mr. Smith suddenly discovers he 
has placed his finger under the wrong 
side of the hammer, or Mrs. Smith for- 
gets to grab a dish rag to remove that 
hot skillet, we all know they will head 
straight for the Daily Wimpus office to 
collect their insurance. And do they 
collect? 


Gives Opportunity to Agent 


“Here is no opportunity for the sales- 
man to knock such a policy, but it is 
one of his greatest opportunities to 
strike while the iron is hot. Of course 
the insured will hold up the newspaper 
policy and tell you he’s protected. Your 
comeback is to tell him you are sur- 
prised that he considers his newspaper 
policy in the same class with what you 











A 





are selling. There’s your opportunity to 
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New Orleans 


New Orleans—heralded as ‘‘America’s 
Most Interesting City’"—has been chosen as 
the meeting place for our 1929 Agency Con- 
vention following the necessary change in 
plan due to the damage to the Royal Poin- 
ciana Hotel at Palm Beach. 


No dates for the gathering have as yet 
been fixed, but the time will probably be 
during the last week of January. 

This visit to the Home Office is one that 
every agent will want to make; in fact, not 
one will want to miss it, so we have decided 
to extend the qualification period to Decem- 
ber 31, 1928, and include in the convention 
qualification all business written, issued and 
paid for in the Home Office not later than 
December 31, 1928. 

It is time to understand right now, there- 
fore, that those who are looking forward to 
coming to New Orleans next January at the 
Company’s expense had better be giving 
serious thought to the matter. For those 
who have not yet qualified, this extension 
will open up a wonderful opportunity of a 
visit to the Home Office and to those who 
have completed their single qualification it 
will enable to make a double qualification 
and bring as a guest a member of their im- 
mediate family. 

New Orleans is a wonderful city in which 
to hold a convention. It combines the lure 
of the Old World with the advantages of the 
new making it doubly attractive to the 
visitor. 

Your trip to New Orleans at the Com- 
pany’s expense depends upon your personal 
production record for the balance of the year 
—Are you going to be among those present? 


Why Women Should Insure 


The need for protection existing in the 
case of the business woman has only during 
the last few years been appreciated. It is a 


new and promising field which offers greater 
and greater possibilities as women find ever 
enlarging opportunities in the business world. 
That their need for protection is great is 
unanswerably demonstrated by the statistics 
which show that 950/, are dependent at age 
65. 


The most terrifying thought for the self- _ 


supporting woman is the possibility of reach- 
ing old age without money. In her heart 
she dreads the time when ill health, old age, 
etc., will cut off her earning power. 


Therefore, her greatest response goes out 
to a demonstration that Life Insurance is 
the safest and surest way to save money and 
the greatest comfort she can know is the 
assurance that when she has reached a cer- 
tain age she will have a fixed income for the 
rest of her life. All cares and anxieties are 
thus removed and a sense of security comes 
to her which is an almost priceless possession. 


She must save while she can and in a 
manner which has been demonstrated to be 
effective. Remember that 650/, of Life In- 
surance deposits are left for 15 years while 
only 30/, of savings accounts last 10 years. 


The disability feature is also a great in- 
centive for investing part of her earnings in 
this way. A self-supporting woman realizes 
very acutely what total and permanent dis- 
ability would mean to her. She is much im- 
pressed with the provision that would give 
her a monthly income under such circum- 
stances, with no further payments to make, 
and also providing that the entire face of 
the policy without deductions would be pay- 
able at death. 


_ Another point that makes the whole propo- 
sition seem very worthwhile to her is the 
idea that the policy may be used as collateral. 


PAN-AMERICAN 


LIFE REVIEW 








In case of illness, or of some unexpected 
financial difficulty, the cash value is imme- 
diately available as a loan without embarrass- 
ment or delay. 


Another vital reason for women, especially 
widows, insuring their lives is to guarantee 
an education for their children. They simply 
lay aside a small sum of money every year 
from the time of the child’s birth, or from 
its infancy, with the result that, whether 
the mother lives or dies, the money will be 
their when needed to guarantee for the 
child a fair start in Life’s race. 


Cleveland Agency Luncheon 

On his recent northern agency trip Mr. C. 
D. Corey visited Mr. Arthur Fisher and his 
associates. On Friday, September 28th Mr. 
Corey held an agency meeting and luncheon 
at the Cleveland Hotel at which the follow- 
ing were present: Messrs. Arthur Fisher, O. 
H. Miller, W. C. Blackmore, A. M. Herr- 
mann, S. LoRe, H. H. Koonce, W. C. 
Cready, Paul Marusich, Ted Hale, John 
Foster, E. M. Henry and Silber. 


Challenged! 


Three of Mr. Bynum’s out-of-town agents, 
namely, P. A. Newell, W. T. George and 
Robert ‘1. Welborn, challenged F. F. Bur- 
row, P. B. Fincher and M. H. Ingram of 
the Dallas office, for the largest volume of 
business during the month of September. To 
add to the interest of the little contest Mr. 
Bynum offered to pay to each of the members 
of the winning team $5.00. The out-of-town 
agents, Messrs. Newell, George and Wel- 
born, were the winners. 


New Accident and Health Manual 


You have already received a copy of our 
new Accident and Health Manual of Rates, 
Classifications and Instructions. The infor- 
mation contained in*this book supersedes all 
former manuals. 


One of the first requisites of a successful 
salesman is knowledge of the produce he is 
selling. There is no better way of familiariz- 
ing yourself with Pan-American accident and 
health policies, rates and classifications than 
by conscientiously studying the Manual of 
Instructions. It should not be read hap- 
hazardly or hurriedly, but should be studied 
slowly and intelligently, policy by policy, 
just as though it were a text book. 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVIEW. 


After you have thoroughly reviewed the 
information contained in this book, if there 
are any points which are not entirely clear, 
write Ted M. Simmons. He will be glad to 
explain any doubtful points. 

**Louisana’s Finest’’ Baseball Co test 

This contest has proved to be most inter- 
esting. It created lots of pep and enthusiasm. 
The Players would send in a ““Two Base Hit” 
a “Home Run” and the Finals had everyone 
on their toes. 

The Winners were as follows: 


Home Run King........... J. T. Leonhard 
Highest Number of Runs..... I. L. Knotts 
Best Three Base Hitter....... John Gamble 
Captain of “‘Americans”..... J. T. Leonhard 
Captain of “‘Nationals”....... M. F. Hirsch 
eee DONT GB. c ccuscccces American Team 


The Home Run King received a suitably 
engraved silver shield mounted on ebony. 
The two Captains, Three Base Hitter and 
Highest Average Runner each received a 
very handsome silver Base Ball Trophy with 
a Pitcher in action, suitably engraved, about 
six inches tall, with a pitcher in action. 


Holds Series of Agency Meetings 

Mr. Henry M. Shove, Manager of the Los 
Angeles office held the first of a series of 
monthly meetings of his agency on Saturday, 
September 29th. The meeting opened at ten 
o’clock. After the meeting luncheon was 
served. These get-to-gether meetings should 
be very helpful in not only bringing the mem- 
bers of the agency closer together, but in the 
exchange of helpful sales suggestions. 
Pan-American Service 

Educational Course. 

Sales Planning Department. 

Unexcelled Life Policies. 

Child’s Educational Endowment. 

Combination Life, Accident and Health 
Policy. 

Substandard Insurance for Under-Average 

ives. 

Group Insurance. 

All forms of Accident and Health Insur- 
ance. 

We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 


E. G. SIMMONS, 
Vice-President and General Manager. 
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explain the complete circle of coverage 
of vour own policy as compared with 
“very limited and restricted policy 
the newspaper. Drive home those 
advantages and, at the same time, sup- 
port him in his purchase of the cheap, 
small-coverage policy. Make him think 
that he has a bargain in what he got 
hut that he shouldn't stop there. He 
should obtain the maximum protection 
afforded by Life & Life's accident 


policy. 


the 


Creates “Insurance Consciousness” 


“Another effect of newspaper accident 
policies, which have been sweeping over 
the country in recent months, is one that 
practically every salesman has_ over- 
looked. That is the matter of having 
hundreds and thousands of prospects 
ready with open minds to receive your 
proposition. The daily papers have 
created an ‘insurance consciousness,’ if 
you please, which is worth untold sums 
to every salesman in the business. Not 
only that, but such prospects are more 
willing to be shown the real benefits 
to be derived from a standard A No. 1 
accident policy because you can tell 
them what they have gotten for their 
dollar or two and then elaborate on the 
additional coverage and advantage of 
your own policy which is,. in reality, 
only a trifle larger. 

“It is my belief that a list of sub- 
scribers or purchasers of such newspaper 
policies is one of the livest prospect 
lists any salesman can have. Of course, 
it takes work to search out each one, 
but there are very few insurance policies 
being sold without effort on the part of 
the salesmen, and fewer still that are 
being placed without considerably 
greater effort than is required to con- 
vert such policyholders to owners of 
your own particular brand of insur- 
* ance.” 





Pays on Newspaper Policies 


LOUISVILLE, Nov. 7.—A total of 
$79,139 has been paid on claims under 
accident insurance policies issued as a 
reader service by the Louisville “Courier- 
Journal” and Louisville “Times,” jointly 
owned papers. 

Two policies are offered, one a travel 
accident policy of $10,000, at $1.25 a 
year, to persons between 10 and 70 
years; and another, a $500 policy, at 
$5.20 a year, or $1.40 quarterly, for 
readers 5 to 45 years of age. 





National L. & A. Promotions 


Superintendent J. R. Arnett of the Na- 
tional Life & Accident at Knoxville, 
Tenn., has been promoted to manager in 
charge of the Johnson City district. F. 
Ewing of Jackson, Tenn., is promoted 
to a superindency in Memphis No. 1. 
P. H. Toomey of Akron, F. L. Thomason 
of Dallas No. 1 and G. Kaplan of Chi- 
cago No. 1 have been promoted to sup- 
erintendencies in their respective dis- 
tricts. 


Organize Republic Life & Accident 


LOUISVILLE, Nov. 7—Announcement 
is made in Louisville of the organization 
of the Republic Life & Accident, which 
has taken over the Republic Mutual Cas- 
ualty, with offices in the Torbitt build- 
ing. The company has purchased the 
property at 1469 South Fourth street, the 
former offices of the Fidelity Life & 
Accident prior to its merger and_ re- 
moval to Chicago as the Washington- 
Fidelity-National. 

Alfred N. Estes is president of the new 
company, which is capitalized at $200,000 
and with assets of over $500,000. It is 
reported that the company has an an- 
nual income of around $100,000. Charles 
E. Ellwanger is vice-president; Miss M. L. 
Kennedy, secretary-treasurer. Directors 
are J. E. Lipscomb, Ben F. Gardner, G. O. 
Tuck, Joseph Wagstaff, J. M. Perkins, 
Frankfort; Thomas G. Geary, Lexington, 
and Frank Sullivan, Lexington. 

Industrial and commercial business 
will be handled for the present, with 
the life field to be entered later and 
branch offices in other states are planned. 


Preus Addresses Chicago Club 


The Accident & Health Managers Club 
of Chicago held its second meeting of 
the fall last week with 30 members pres- 
ent. The club aims at a membership of 
‘9 by the end of the year. Three new 


the meeting 


in all the eligible men in the city. 


government 


insurance. Vice- 


competitors. 


the claim department. 


Monarch Plans on Coast 
Fred W. Mcintosh, western fleld super- Funds Remain Unclaimed Kansas City, Mo.; 
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made to Wheatley, district manager for San] that date in the 


He gave | Sacramento; W. C. Watkins, general| & Accident of 
inefli- | agent at Fresno Modern Protective 
pointing out A meeting of these managers with Mr 
insurance seems to be a special ob- | McIntosh was held at Oakland A mil 


agitators. | lion dollars new life insurance and 1,500 
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some at-|accident and health applications were The Occidental 
piedged for 1929 Larger offices have preparing for an extensive 
of the Abra- | been secured in the Phelan building due} ,.ojgent and health 
present as | to the increased activities in San Fran- particularly the quarterly 
remarks and | cisco New policy forms 
will and| Mr McIntosh who recently took . 
| 
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charge of this territory, has begun an 


extensive campaign of organization General Agents to Meet 
. P . : work This is in line with Monarch ; 
Wiegand Assigned to Minneapolis companies’ extension plans for the Che executive committee of the 
appointed | future eral Agents’ Association 


charge of the — western Mutual 


the Pacific 
Spencer Phil- Inter-Ocean Casualty Moves 


nual meeting at 


Wiegand | ber of years in the Union Central build- 
office in | ing there, has moved its home office to 
the newly completed American building, 
Central Parkway and Walnut street,| Mann, Omaha; J. 
Cincinnati. Cc. L. MeMillen, 





Accident and a master ~ = ~ 
headquarters at Unless claims are made by Nov. 22, Cedar Rapids, la.; George Paul Roberts, 


following | the unclaimed funds of three accident 








| offices in the Phelan building; Jesse W treasury A hearing 


Joquin Valley, with headquarters at 303 |} and an opportunity 
governor of | Belding building, Stockton, Cal; Jack | claims to be presented 
vice-president of | V. L. Coffelt, district manager for Sac- | and their balances 
Chicago, was lramento Val ey, with headquarters at Health & Accident, 


Sterling Mutual 
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anges 14-15 The committee c« 
lips, who resigned to take up field work The Inter-Ocean Casualty of Cincin- Allen, Atlanta: W. F. 

agency of the | nati, which has been located for a num- lyn; Ray O. Becker, 
N. Cameron, Oshkosh, Wis.; 
Hamburger, Minneapolis; 
S. Marsh, Cleveland; 


Murphy, Los Angeles; 


Pittsburgh; Herbert 


Turner, dis- | and health companies liquidated in Penn- | burg, Pa.; Louis 
Francisco, with | sylvania will be turned over to the state | and FE. J. Thomas, San Francisco 














Home Office Help— 
The Product 





The most important factor in any sale is the 
product to be sold. All life insurance protection 
is governed by the same laws of mortality and 
averages, and policies differ only in the way 
they apply those laws to different needs. Thus 
the Actuarial Department is the manufacturing 
base of a life insurance company. 


The Franklin Actuarial Department has 
created a complete line of policies possessing 
superior “quality-utility.” They are suited to 
modern needs, worded so that the prospect can 
recognize their usefulness, and absolutely de- 
pendable in every feature and provision. 


The Franklin Actuarial Department, under 
the direction of Mr. F. R. Jordan, Actuary, as- 
sisted by Mr. J. A. Budinger, Associate Actuary, 
and Mr.J. Rollin Young, Assistant Actuary, co- 
operates with the men in the field by building 
policies that are easy to sell. 


The Franklin Life Insurance Company 
Springfield, Illinois 


























THE NATIONAL 


UNDERWRITER 


























-MANAGERWANTED | 
for | 
State of North Carolina 


! 

| ‘ COMPANY MAINTAINS 
| SUITABLY EQUIPPED OFFICES, | 
| INCLUDING EXPERIENCED CASHIER 
| LOCATED AT RALEIGH 


ATTRACTIVE PROPOSITION | 


TO RIGHT MAN CAPABLE OF DEVELOP- 
ING AGENCY ORGANIZATION IN THE 
ENTIRE STATE 


‘ | 
For particulars write or telegraph | 
immediately 


| ORDINARY AGENCY DEPARTMENT 


- American National 
Insurance Company 


| Galveston, Texas 


| (All communications treated strictly confidential) | 
| 








| Insurance in force over Five Hundred Thirty Millions! | 
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— Prospects — 


A great problem of all agents is “prospects and where to 
find them.” 
The Direct Mail Advertising Service of The Ohio National 
Life Insurance Co, helps the agent solve this problem. 
Eight groups of letters are furnished agents covering the 
following insurance needs: Family Income, Old Age Income, 
Insurance for Employed Women, Juvenile Insurance, Educa- 
tion Insurance, Mortgage Insurance, General Coverage, Busi- 
ness Insurance. 

The service is free to Ohio National agents. 


Our record to date is six good prospects from each ten 
letters. 


For information, write: 


The Ohio National Life 


Insurance Company 


Cincinnati, Ohio E. E. Kirkpatrick 


T. W. Appleby 
Sup’t of Agencies 


President 




















UNDERSTANDING - APPRECIATION 


The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 
ciation of the Agent’s problems, may mean a barren relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 
—these are things that count. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office Ralph H. Rice, President Kansas City, Mo 














NEWS OF LIFE POLICIES | 
New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate | 
. etc. Supplementing the ‘Unique Manval- 
.” published annually in May at $4.00 and the 
| “Little Gem” published annually in April at $2.00. 











OLD LINE LIFE’S NEW RATES 


Milwaukee Company Announces 


Re- 
duction in Premiums for Sev- 
eral Policy Forms 
The Old Line Life of Milwaukee has 
reduced its rates on its ordinary life 


preferred risk, ordinary life monthly in- 
come and 15-payment life policies. The 
regular rates at several ages are given 
herewith, together with the extra rates 
for waiver of premium and disability 
income: 
Ordinary 
20 
67.40 
68.05 


72.95 


Life—$5,000 Basis 
25 35 
75.50 99.55 1 
76.30 100.80 1 


Age 

OG. cscs 
i Bisex 
ES. Ieee 


20-Payment Life 


5 222.30 
5 22 5 


Preferred 


$2,500 Basis 


Age 
ere 
mom, Resce 
men, Baas 


Missouri State Life 


The Missouri State Life has announced 
that the current liberal dividend scale 
on policies issued by the International 
Life and taken over on Aug. 25 will be 
continued by the Missouri State Life for 


the dividend year ending Oct. 31, 1929. 
In view of the fact the Missouri State 


Life received no participating surplus 
with this business a much more conserv- 
ative course would have been warranted, 
but it is desired to preserve and protect 
the interest of the International policy- 
holders to the fullest extent possible. 





Farmers & Traders Life 


The Farmers & Traders Life, Syracuse, 
N. Y., has issued a new modified life 
policy. The following rates apply 
(doubled after five years) for this 
policy: Premiums first five years, age 
25, $8.75; age 35, $11.85; age 45, $17.84; 
age $29.96. The disability rates at 
the aforementioned ages are, for waiver 
of premium only and income disability: 
$0.40 and $2.68, $0.60 and $3.64, $1.10 and 
$5.68, $1.75 and $7.94. 


ov, 





WITH INDUSTRIAL MEN 














WESTERN & SOUTHERN NEWS 





Veteran Superintendent Dies — Trans- 
fers and Promotions Announced 
by Company 


Frank G. Ledder, a 30-year veteran 
superintendent of the Western & South- 
ern Life, died Oct. 29 on the steamer 
Columbus en route from Switzerland to 
America. He was recently granted a 
leave of absence due to ill health and 
took the European trip to regain his 
health. During his long service with 
the Western & Southern he was in 
charge of the Covington and Newport, 
Ky., districts and the Cincinnati West 
district. 

Assistant Superintendent W. J. Haver, 
Barberton, Ohio, has been placed in 
charge of the Aurora, IIl., district of the 


Western & Southern. Other new super- 
intendents are: R. G. Hartsing, Sagi- 
naw, Mich.; W. G. O’Brien, Chicago- 
Englewood; and M. Gilbert, Chicago 
South. 

The following men have been pro- 


moted from agents to assistant superin- 
tendents: H. Markey, Chicago-Lakeview; 
G. Winter, Charleston, W. Va.; L. Brose- 
mer, Royal Oak, Mich.; C. Leonard, Kala- 
mazoo, Mich., and Joseph Kerns, Chicago- 
Lakeview. 

The field leader in joint results, in- 
cluding both ordinary and industrial, 
are: Superintendent H. W. Walters, 
Barberton, Ohio; Assistant Superintend- 
ent D. Fusco, Chicago West; and Agent 
J. M. Hartnett, Peoria, Ill. 

In celebration of moving from 30th 
place to third in the standing of dis- 
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tricts of the Western & Southern Life 


the Newport, Ky., district, of which R 
F. Simpson, is superintendent, was re. 
cently banqueted by company officials 


Bernard Southgate has been promoted 


to paymaster at the home office of th» 


Western & Southern Life. A. J. Mes¢ 

has been transferred from the ordinary J 
¢ = 

to the treasury department. , 


News of the Prudential 


George Constantine of the Rochester 
Number 2 district, and D. M. Belckeof 
of the Ithaca district of the Prudentia 
have been promoted to assistant super. 


intendents. 

George R. Paine has been promoted 
an assistant superintendent in the 
Johnsbury, Vt., district. 


to 
St. 
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PAUL CLARK OUTLINES AIMS 


National President Tells Central Massa. 
chusetts Association of Program 
for Improvement 


WORCESTER, MASS., Nov. s— 
Paul F. Clark, president of the National 
Association of Life Underwriters, ad- 
dressing the Central Massachusetts a 
sociation here the past week outlined 
National association plans for the futm 
and indicated some important changes 
in the National association policies. H 
emphasized the following six points as 
leading aims for the future: 

1. The installation of regional vic 
presidents who can care ior local affairs 
more effectively. 

2. The recommendation of institu- 
tional advertising by the various coni- 
panies as a whole. 

3. <A drive to increase the 
ship from 15,000 to 25,000 in t 
fiscal year. 

4. A closer relationship between lo- 
cal and National associations. 

a. By a monthly bulletin published 
by the National association which would 
be sent to each member. 

b. By inauguration of a speakers’ bu- 
reau. 

5. <A different type of national con- 
vention than has been held in the past, 
with new features for education of the 
members and entertainment. 

6. The raising of the standard of 
business and men associated with it. 

—f the American 





member- 
he pres 





a. Popularizing of 
College of Life Underwriters among 
the members. 

b. The solicitation of funds for the 


Edward A. Woods Foundation, which 
would become a scholarship fund for 
the college. 

*x* * * 
Insurance as an In- 


Baltimere—“Life 
of an ad- 


vestment” was the subject 
dress by M. Albert Linton, vice-presi- 
dent of the Provident Mutual Life, be- 
fore the monthly meeting of the Balti- 


more association. Mr. Linton declared 
life insurance provides the safest and 
best investment today and that agents 


are overlooking great opportunities for 
business when they do not stress this 
feature of insurance. 

Ernest J. Clark, president of the 
American College of Life Underwriters, 
gave a short talk on the aims and plans 
of the college. On recommendation of 
the executive committee Friend L 
Wells was elected national committee- 
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man, succeeding Leonard L. Spalding, 
whose term has expired. 
Favorable action was taken 
applications for membership. 
*x* * x 


on 21 


Montreal—“Although greater business 
brings more profit to the salesman, the 
first necessity is service to the client. 
The rebater and twister ought to apolo- 
gize for being in business, for there }§ 
lots of business for all of us,” so said 
J. B. Hall, president of the Life Under- 
writers’ Association of Canada, in an 
address to the Montreal association at 
its monthly luncheon. P 
This was the first visit this year % 
the Dominion president to the local 45- 
sociation. In discussing membership 
problems, Mr. Hall pointed out that 
when a delegation was recently sent t? 
the provincial government of Quebec % 
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tion < insurance laws, it w in- 

ed that when the association repre- 
in « majority of the insurance men 
it will given a hear 


as 


rovince be 

*x* * 
Neh.—Sharp criticism of the 
and omissions insur- 
Nebraska as they refer to 
tion and operation of life 
the discussion at the 
of the Lincoln asso- 


* 
’ Lincoln, 
rovisions of the 

ws ol 
fea Za 
s marked 
‘rovember meeting 
yn, Maurice A. Hyde was 
discussion. = a 

law relating to 
ting out that allows 
body to make whatever rates it 
thus leaving it to ten men 
and sell for $1,000 
a month if they care to do so. 
pointed out that there 
ion to the reserve 
charging as much 
mps are building up. 
Nathan Leiberman analyzed the stock 
company laws, pointing out 
they afford opportunities for the 
transformation of mutuals into stock 
ompanies at the expense of the policy- 
1olders and the enrichment of the stock- 
holders. He also said that there seems 
to be no way to stop the sale of new 
stock by a foreign company at $20, when 
old stock is worth $100 to $110 on 
Stockholders may buy one 
share of the new for all three that they 
this company is controlled 
by a syndicate, the opportunity for en- 
richment present. 

c. R. Easterday read a paper 
by Edwin Gould on mutuals and R. H. 
Edmisten discussed assessment associa- 
tions, now forbidden to be organized. 
At the December meeting those sections 


mpanit 


in charge 
Gray dis- 
fraternals, 
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tain changes in the adminis- ; tions, licenses, rebating and brokerage 


will be discussed, W. R. Fraser to be 


in charge. 


- " 
Sioux City, Ia.—Plans for a sales con- 


gress in Sioux City early in 1929 were 
discussed at a meeting of the general 
agents and managers club and the ex- 
ecutive committee of the Sioux City as- 
sociation last week. 

Dr. Charles J. Rockwell will be in- 
| vited to speak at this congress, which 
it is believed will attract 150 to 200 life 
insurance men, according to President 


fra- ! 


of the agency law relating to qualifica- | 


Db. J. Connolly. 


November meeting 
association will be 
to Clark A. 


San Francisco—The 

the San Francisco 
Nov. 22, according 
Moore, chairman of the program com- 
mittee, who has arranged for O. K. Mc- 
Murray, dean of the school of juris- 
prudence of the University of California, 
on “The California Community 
Laws.” 


to speak 
Property 


*~ Wysong, 
guest of 


Evansville, Ind.—Clarence ( 
Indiana commissioner, was the 
honor and principal speaker at a ban- 
quet of the Evansville association. Thir- 
ty-five members were present. Commis- 
sioner Wysong gave a strictly shop talk 
on the problems he faced as insurance 
commissioner, the evils of the present 
insurance laws and measures to be 
worked for in bettering conditions and 
changes that have taken place and are 
now taking place in the insurance busi- 
ness. Many points of value to the in- 
surance men were intimately discussed 
by Mr. Wysong and after the address he 
answered a number of questions on how 
the local associations can be of service 
in working for better conditions and 








laws. President Morris Levi was toast- 
master. 
* * * 

Sacramento, Cal.—Homer Gu gen- 
| eral manager of the San I nceisco “Ex- 
aminer” and former vic resident of 
the Union Trust Company of Detroit, ad- 
dressed the Sacramento association on 

he subje of “Life Insurance rusts” 
Nov. 3. Since arriving in San Francisco 
Mr. Guck has devoted considerab!] time 
to promoting the trust idea among the 
life men about isco 


San Fran 


Washington, D. C—Frank Pennell, 
New York general agent for the State 
Mutual Life and a million dollar per- 
sonal producer for many years, will be 
the speaker at the November meeting 
of the Washington association Friday. 

* * ok 

New York.—Hugh D. Hart, vice-presi- 
dent of the Penn Mutual Life, will speak 
at the meeting of the New York associa- 
tion Nov. 13 on “Use of Imagination in 
Selling.” 


x * 


Chicago,—Hillsman 
of the Missouri State Life, 
as the speaker before the Nov. 
ing of the Chicago association, 

x * * 

Des Moines.—Four new members were 
taken into the Des Moines association 
at its November meeting. A. N. LaPorte, 
field representative for the Life Exten- 


* 

Taylor, president 
scheduled 
23 meet- 


is 





sion Institute, was the principal speaker 
at the meeting, over which A. C. Miller, 
gweneral agent for the Aetna and presi- 
dent of the association, presided. 
x * * 
Colorado.—Deane H. Dickason, news- 





paper man and world traveler, addressed 
the Colorado association at its October 


ne) 


meeting Deny on Around the 
World in 60 Mir He has made the 
trip six time 
Life Insurance Only Remedy 

] \ Johnson of the legal firm of 
Ridgway, Johnson & Kendall spoke to 
e lite insurance men of Portland, Ore., 
last week on “Wills.” Mr. Johnson said 
every estate his firm has handled has 
suffered materially in depreciation after 
t was given to the heirs and turned 
ver to executors. “Almost every estate 
volvit business and property is in 
pad shape,” he said. “I know of only 
one remedy for practically every case 

d if s life insurance.” 


Observe Policyholders’ Month 


November is being observed by the 
Ohio State Life as “Old Policyholders’ 


Month” and agents of the company 
have been spurred on by a report of 
Fred W. Hoch’s record for this year. 


Mr. Hoch, who is attached to the Ma- 
rion, O., agency, has written this year 
744% percent of his business on old pol- 
icyholders, through the influence of old 
policyholders or in the homes of old 
policyholders. Mr. Hoch is one of the 
top-notchers in the Ohio State Life field 
force. 


Guardian Life’s Big Month 


The Guardian Life during October 
reported $11,689,680, which surpassed 
all previous marks for any calendar 


month in its history. 
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A Personal Invitation 


E are 
proud 
thatthe 





Hotel Hol- 
lenden is 
known 
among the 
fraternity 
as “Insur- 
ance Men’s Headquarters 
in Cleveland.” We appre- 
ciate your business fel- 
lows and we want all of 
you to be boosters for us. 
If we can do anything to 
make your stay with us 
more pleasant, just tell us 
what. We'll do it, if its 
possible. 





Sincerely, 
Theo. De Witt. 


In Cleveland- itsThe 


HOLLENDEN 


THEO. DE WITT, Manager 
Superior Avenue at East Sixth St. 
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| Marble Coffee Shop 
NOTE 








Men's 
Headquarters 
in 


Minneapolis 
The best hotel in the Northwest 
ened in 1924 contains six hundred 
roome and first class restaurants. 
Moderate Rates Prevail 
W. B. CLARK, Manager 











CEDAR RAPIDS, IA. 
HOTEL ROOSEVELT 


Rates: Room without Bath with private Lava- 
tories $1.50 and up. Rooms with Bath, Shower 
or Tub $2.50 up. 


BG. KILL, Mer. 




















HOTEL 


~o 
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BENJAMIN FRANKLIN 


PHILADELPHIA. 


} At Ninth and Chestnut Streets, 
in exactly the location where it is 
most needed~ the center of commercial 
Philadelphia. Convenient to theatres 
railroad stations, all of the great 
| banking institutions stores and 
) publishing interests. 


1200 Guest rooms faultlessly appointed. 
Three Restaurants... Superior Banquet 
and Convention Facilities. 


Rates commence at $4.°° per day 


“ti 
Vader Dvectwa ae > OF AMERICA 


























WORACE LELAND WICCINS, Menagig Orem 














BREVOORT 


HOTEL 
Madison Street CHICAGO 


East of LaSalle 
Insurance Headquarters 


Brevoort Hotel upholds 
worthily the best traditions of 
American hotels famed for hos- 
pitality. 











Hotel Conant 


New—Fireproof 


250 Rooms with Bath 
Rates $2 to $3 
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Arkansas, 


line of policies 


BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Missouri, 
Liberal first year and renewal commissions, together with exceptional 


Kansas, New Mexico, Arizona and California. 


and other attractive inducements offered to capable men 


of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 


Los Angeles, California 






























An ideal 
pian st 
distinction. 


In its relations 
has an outstanding 





became a 
OF NEW YORK” 
arted 


DAVID F. HOUSTON 
President 
34 NASSAU STREET 


Years of Life Insur- 
ance Ideals and Service e 


reality when, on February Ist, 1843, “THE MUTUAL LIFE 
Somed its > erat policy. The business of life insurance on the mutual 
ica then and there. 


Priority in its field is not the Company’s claim to queue in itself is no great 
THE MUTUAL LIFE 
etill prevail. It aims at quality and to 


an with high ideals of business conduct, 
highly honorable in all its dealings. 


with panne and their representatives THE MUTUAL LIFE 


Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


EORGE x sancenr 
2nd wuoleulies and Manager of Agencies 


NEW YORK, N. Y. 



















8-la 


“Ambassador 


No Hotel in the World Offers Mere Varied Attractions 
j= + a Steams a em with miniature 


~ +! course, open 
I ad - 1 le Rancho Go Geir oy 
Sante chess Gate Famous Cocoanut Grove for dancing nightly 
Write for Chef's Cook Book of California Recipes ong 3 Saipmnetion, 


junge and tennis courts. Riding, 
Motion Picture th theater and 


L. Frank, Manager 



















J. N. WARFI 


ELD, 
J. BARRY MAHOOL, Vice-President 


Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


STANDARD ORDINARY AND INDUSTRIAL POLICIES - 


President A. W. MEARS, Secretary 
DR. EDWARD NOVAK, Medical Director 
















Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 














NEW ERA OF{GROWTH 
SEEN BY DR. HUEBNER 


(CONTINUED FROM PAGE 5) 


needs lives to make it any value what- 
ever. All property values there are and 
all income values must have managerial 
power and ability of some life to main- 
tain the value. 

Is Profits Insurance 


Citing the special services of life in- 
surance to the business world, Dr. 
Huebner said that of first importance is 
its value as business interruption insur- 
ance. Life insurance constitutes such 
protection just as surely as do the vari- 
ous fire and marine coverages. In both 
those fields, he said, profits insurance 
has become an important factor, widely 
recognized by business men. This 
recognizes the loss beyond mere loss of 
tangible property itself. It is of even 
greater importance than actual property 
insurance, as profits, overhead, fixed 
charges and like items are greater in 
the aggregate in most cases than the 
property values involved. Dr. Huebner 
emphasized the fact that life insurance 
is just as important as these fire and 
marine coverages in business interrup- 
tion protection. The business manager 
may insure the power house against fire 
and casualty hazards, but even so, the 
most powerful power house in the busi- 
ness is still uninsured, the individual 
who built or guides the company. This 
is more important than the material 
power house which is insured without 
question by every business man. Not 
only is the head to be listed, but the 
leading spirits throughout the organiza- 
tion, in all departments. Dr. Huebner 
said that this is becoming recognized 
today and he predicted that before 20 
years have passed, life insurance as busi- 
ness interruption insurance will be used 
vastly in excess of all fire and marine 
insurance together. Appraisal of life 
values is becoming essential and he is 
now preparing to write a book on this 
subject, which opens up a new and large 
field of economics. 


Renders Credit Service 


The second great service life insur- 
ance renders business, as listed by Dr. 


Huebner, is credit stabilization. He 
said that life insurance is credit. It se- 
cures credit and stands for credit. The 


other services emphasize what life in- 
surance does after death. This service 
shows what life insurance does while 
alive and thus makes a pleasant ap- 
proach for the agent to use on his pros- 
pects. iHe said that life insurance gives 
the business man an opportunity for 
more and better credit than otherwise 
is available and it does so without ef- 
fort. Automatic with the writing of the 
policy, a guarantee of credit is extended. 
The greatest asset upon which business 
men can borrow is the character and 
ability of the men themselves. The 
banker knows this and would loan on 
these values, only that there is too great 
a mortality risk to do so. Life insur- 
ance removes this risk and enables the 
banker to loan freely upon the charac- 
ter and ability of the men in charge of 
the business. In credit on property 
assets, fire insurance is merely a guaran- 
tee of solvent values and the same is 
true in credit on human assets, life in- 
surance standing as guarantee for all 


















T. O. Berge, President 


REJUVENATED 


Under New Management 


The oldest and strongest Life, Health and Accident Company i in the Northwest has increased its business by 
agency development over 50 percent during the past eight months. 
Excellent openings still available in Minnesota, Wisconsin, North Dakota and South Dakota. 
Net Life rates; Non-forfeitable renewals. A better Health and Accident contract. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 





P. G. Erickson, Secretary 












times of the solvency of these val, 






Dr. Huebner cited the hearty endop 

ment of John Wanamaker, who sty 

that he utilized life insurance to the ; 

most ability for credit purposes. ‘ 
Again, he said that life insur YS 


renders business a great service as J 
amortizing fund. All business must ) 
ance fat years with lean ones. ) 
Huebner stressed the fact that this coy 
try is subject to industrial cycles, alws 
has been and always will be—des; 
market indications and hopeful preg 
tions. There will always be ups ; 
downs in business and thus the far- 
ing business man will provide for ; 
downs during the peak years. The y 
business man will use the fat years 0a 
provide surplus funds for the lean yex 
This can be done in several ways. 
surplus can be invested in his own by 
ness—which is dangerous, for it is » 
then a liquid asset. It can be genera 
invested on the market—but this is y 
wise, for it exposes the surplus to 
very depression which the busi 
hopes to evade. A life insurance a 
is the only thoroughly sound means @P HE Jc 
absorbing these funds and caring for iy up ol 
future, as it creates a fund always stan edge ( 
ing at par, always available at call apegeloping | 
meprospect ¢ 
rough c 
mability 1 
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DR. S. S. HUEBNER 





unchanging regardless cyclic condition 
and emergencies. He said this is abs 


lutely safe, regardless of  industra 1 
cycles. 4 
Is Property Insurance a 

There were several other ways "} 
which life insurance serves busines §9 


listed and discussed briefly by Dr. Hue> BF 
ner because of lack of time. He saipy 
that it is, as a matter of fact, proper! : 
insurance, for it insures that most vat By 
able property which the company @ 
the human value of the busines 


own, 
Life insurance insures against [W 
things, current earning capacity ¢ 


profits insurance, and also future eat 
ing capacity or property  insuranct 
Elimination of the chief executive hi 
caused much woe in the business wor! 


Ges SR ST 


and life insurance is the only means 
providing against this loss. This is pa 
ticularly true of the business whos 


chief asset is goodwill—and there 4 
many such. Dr. Huebner cited a ca* 
in point from his own acquaintance ant By 
from this very business. It was an * & 
surance broker who, in his last year 
found that his son was unable to cart} 
on with'the business. It had been & 
veloped to an annual commission incom 

of $20,000 and yet there was no way 
prevent its complete dissolution upon his 
death which could not be far off. ° 
late to secure life insurance, which he 
had neglected previously, he could be 
sit by and watch his business, his lifes 
‘accomplishment, face certain death wi? 
|his death. Dr. Huebner said that t® BF 
surprising how many fire insurance me { 
fail to believe in life insurance and s* 
its imperative value in the modern bu 
ness structure. 
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at “Job of Selling Insurance” 
Really Means to Agent; Three Essential 
Factors in Sales Require Recognition 


BY DWIGHT INGRAM 
Griffin, Ingram & Pfaff, Chicago 


HE job of selling insurance is made 

up of three parts: Technical knowl- 

edge of our subject, finding and de- 
loping prospects, and convincing the 
rospect of the soundness of our ideas 
rough one or more sales interviews. 
nability to recognize that each one of 
ese parts is essential leads to some 
uddled thinking about the relative im- 
ortance of being a professional expert, 
good “mixer,” or a “high pressure” 
Iker. 
The importance of technical knowl- 
dge is pretty well appreciated now- 
days. We know that the man who is 
good “hand-shaker” and nothing more 
handicapped. So on this point I need 
nly to emphasize that education is a 


; ing, but it is very poor selling. This 
same broker recently went into partner- 
| ship with a true salesman, and now he 
is getting business in two weeks that 
formerly took months to develop. 
Prospecting is the vital factor in sales- 
manship. The best technical expert and 
the most silvery-tongued talker can not 
make a sale unless they can get some- 
body to listen to them. Prospecting 
should not be left to luck. One of our 


improve vastly if we recognized these | 
as separate things. A certain broker I | preatest limitations is getting tied 
know, whose income marks him as | yp with renewals and service calls that 
highly successful, is spoken of by his | we do not put our creative thought on 
friends as a “low pressure” salesman. | new business. If you let a day go by 
He seems to know almost everybody ! without getting one new prospect or 


so 
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Dwight Ingram is a member of the Chicago agency firm of Griffin, In- 
gram & Pfaff. In addition to doing a general insurance business, this firm 
is general agent of the Equitable Life of Iowa for Chicago and northeastern 
Illinois. In recent years it has branched out considerably in the life insur- 
ance business. Mr. Ingram wrote for The National Underwriter 
its correspondence course on property insurance. He is a graduate of 
Harvard, a student of the business and has applied salesmanship principles 
to insurance. Mr. Ingram gave the accompanying address before the an- 
nual meeting of the Illinois Association of Insurance Agents. 


}is not a prospect list. 


| 


| 


selves they are not prospects. The tele- 
phone directory is full of names, but it 
A man is not a 
prospect until you know: His need for 
certain insurance; his insurability; his 
ability to pay an adequate premium. 
You are wasting much of your time and 
energy if you solicit a line before you 
have positive knowledge on these three 
points. You should be willing to spend 
most of your effort scenting out the 
loopholes in a man’s coverage before 
your first direct interview. For knowing 
what a prospect needs—either in the 
way of rate, form or additional protec- 
tion—will bring more sales than belong- 
ing to the same lodge. 

Highly Necessary to 

Organize Selling Time 


Many of us cut down our incomes 
through not organizing our selling time. 


| Yesterday a young broker in our office 


spent the hour between 11 and 12 buy- 
ing a bond at the bank. When he came 
back to the office I asked him why he 
hadn’t called on a prospect between 11 
and 12 and done the bond buying be- 


recess of growth. The man who stops 
tudying is no longer educated, because 
vernight he is behind the times on | 











worth knowing. His method of work is 
ome new development in the business. | to cultivate his prospects socially and 
When we come to the twin subjects | after a year or two of this the prospect 
f prospecting and the sales interview, | may turn over his account just for the 
he quality of our salesmanship would | asking. This method is good prospect- 


, one 


| Names are the first step, but of them- 


tween 12 and 1, while his prospects were 
at lunch. He hadn’t thought of that. 
One day last week I checked up on 
another of our brokers. He had worked 
hard from morning until night—had cov- 
ered 102 miles in his car. I took a map 
and showed him that by rerouting his 


| 

| 

new sales idea you are ‘lisa 
your income to a standstill. 
What is prospecting? It is not just | 
getting names or social noqeenntenses. | 





Friends Everywhere 








ONG established and consistently progress- 
ive, providing perfect protection at a net 
cost which is notably low, and rendering prompt 
and efficient service, the Massachusetts Mutual 
stands out as an ideal company to represent. 
Many years of square dealing are back of every 
one of our agents. They find enthusiastic 
friends of the Company everywhere. 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and a Half of insurance in force 
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“THE FRIENDLY 
Progress 


All visitors on shore! The great liner is leaving 
the harbor—aerorlanes are circling over head—now 
the pilot has dropped back—the great engines, far 
below the water line, are turning faster and faster— 
the vibration and roar of the motors blend in one 
enormous rhythm. Off to the Old World. Off ona 
voyage of comfort and ease and that land of mys- 
teries and enchantment only four days away. How 
different from the way Columbus came to America. 





Life Insurance has had an even more rapid prog- 
ress than the steamer. From a tiny business enter- 
prise, ridiculed and suspected, it is now a mighty 
bulwark of protection. If you are interested in the 
progress of this great enterprise, it will pay you to 
be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 
Opportunities in Indiana, Illinois, Ohio, Michigan 


Tennessee, Arkansas, Iowa, California and Tenas 











THE NATIONAL 





UNDERWRITER 


November 9, 1 
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ACTUARIES 











CALIFORNIA 





Coates & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates 354 Pine St. 
Carl E. Herfurth San Francisco 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
* Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAIGH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


OHN E. HIGDON 


ACTUARY 
317 Shukert Bldg., Kansas City, Mo. 
144§ Chemical Bldg., St. Louis, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








OODWARD, FONDIL.- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 


I 


S 


c 


fi 
a 
fi 


tl 


we all get careless about it. 
have to do is plan tomorrow’s route the 
night before (keeping in mind the mile- 
age and the desirability of striking each 
customer during his free hour), and keep 
all office work and personal affairs out 
of the good soliciting hours. 


workmen’s compensation line. 
—the bureau rate—was 2.08. The Lib- 
erty Mutual offered a price of 1.40, and 


insurance. 
mean this quite modestly, but there is 
one thing bigger than insurance in this | 
deal. 


day he could have made the same calls 
with only 50 miles of travel and thus 
saved two valuable hours. 


Organizing our work is simple; yet 
All you 


The agent who bases his sales on good 


fellowship instead of intelligent pros- 


necting falls into one definite bad habit. 


He goes into his prospect’s office more 
or less with the attitude, “If there’s any- 
thing you'd like to buy give me a ‘shot’ 
at it.” True enough, we are department 
stores of insurance. 
even department stores have their “lead- 
ers,” 
value and believe that if they can thus 
get you inside their door you will your- 
self see the merits of their general stock. 
In the same way, when you have dis- 
covered what improvement or addition 
you can make in a prospect’s coverage, 
stick to that point until you have won 
him over. 


“ 


But you know that 


They advertise one item of good 


Entering Wedge” System 
Is Usually Effective 


When he is convinced that you were 


right on one point, he will have more 
confidence in entrusting his other busi- 
ness to you. 


This system of using an 
entering wedge” is effective. And that 


is why windstorm, rents, personal acci- 
dent, business life and certain other spe- 
cialized 


are so valuable to the 
They are not carried in ade- 


forms 
alesman. 


quate amounts and the need for them 
is sO genuine that they are ideal “enter- 
ing wedges” for winning the prospect’s 


onfidence. 


Linked With Fire 


and Accident Prevention 

I can never separate insurance from 
re and accident prevention in thinking 
bout my job. Last August I had to 


four years ago I set up a safety organi- 
zation in your plant. In four years your 
accidents have been cut from 140 to 30 
per year. You don’t dare to give up my 
safety device.” And Mr. Blank agreed 
that he didn’t. I study fire and accident 
prevention all the time and get my cus- 
tomers to look up to me as a safety 
adviser. It holds renewals and it ap- 
peals to my higher qualities as a valu- 
able contribution to public service. 


Life Salesmen Know 
How to Paint Pictures 


A sale is made to the emotions. We 
have to appease the intellect of our 
prospects with figures, but figures do 
not make sales. As a man who by 
heredity and training belongs to the fire 
insurance fraternity, I have sometimes 
turned up my nose at the flowery lan- 
guage of life insurance. But that lan- 
guage is something more than “apple- 
sauce.” The life salesmen know how to 
paint pictures in the prospect’s mind, 
how to make the prospect visualize the 
financial consequences of death, old age 
or disability so that the prospect has a 
desire for protection and a truer knowl- 





ght for the renewal of my largest 
My rate | 


not afraid of mutual | 
said: “Mr. Blank, I 


insured was 
So I 


1€ 


When I took over this account 





A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio, 








Oryfor lore 
Jnsurance Company of Ameria 


MILWAUKEE, WIS. 


is one of the largest companies of its kind 
from its beginning ever organized in t 
United States. 


It is operating in the following states: 
California, Illinois, Iowa, Michigan, Minne- 
sota, Ohio, Oklahoma, Oregon, Pennsy!- 
vania, South Dakota, Texas, Washington, 
Wisconsin. . | 


Drop us a line if unattached | 
| 








| British 


| Bad climate, 
| for 


| Christian he loses his job and is cast out 
| by his family. 


| the “turndowns” 
| arles get some converts and they are 


| ties. 








DWIGHT INGRAM, Chicago 


Griffin, Ingram & Pfaff 

edge of the essential value of insurance 
than if the salesman had talked about 
low net cost and the technical details 
of the policy contract. 

During the early part of the World 
War I spent a year and a half with the 
army in India and Mesopo- 
tamia. One of my privileges then was 
to see what our foreign missionaries are 
like out in the field. Taking their work 
in ordinary language, if anybody ever 
had a “tough job,” it’s the missionaries. 
small pay, no luxuries, 
thousands of miles from home. And as 
“sales resistance,” if a Hindu turns 


That is what the mis- 
sionary faces when he tries to “sell” 
Christianity to an Indian. Yet for all 
they get, the mission- 


universally respected in their communi- 


Now our work is, in a sense, mission- 
ary work. Saving businesses and fami- 











OKLAHOMA 








J. McCOMB 
e .COUNSELOR AT LAW 
_CONSULTING ACTUARY 
Premiums, Reserves 0 gusventer 
aluations 
Policies 


Values, etc., Calculated. 

and Examinations Ma 

and all Life Insurance Forms Pre- 
~- mi The Law of Insurance a 

Boccia y- 

Celcord Bldg. OKLAHOMA CITY 




















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance 


DENVER, COLORADO 


Company 


lies from the financial losses of death, 
accident is a vital service to the wort 
Yet ‘there is a wide gulf between sf 
moral “drive” of the missionary and 4 
easy-going mental attitude of some 
us. The missionary has bet his life 4 
he is right and that the world needs 
moral code and faith which he has 
offer. The world also needs our seryig) 
and I look for a higher standard jn y 
business if our salesmen will catch ; 
missionary spirit and, regardless of & 
couragements, will adopt that undefey 
able attitude toward teaching the wo 
safety and protection. 


IS INDIANAPOLIS MANAG; 
Lewis G. Ferguson, Well Known By 


ness Man, Appointed by the 
Phoenix Mutual Life 





Lewis G. Ferguson, well known 
dianapolis business man, has been 
pointed manager of its Indiana 
branch office, according to an announ 


Life. ; 

Mr. Ferguson enjoys a wide acqua 
ance throughout the middle west 
18 vears he was associated with : 
Rock Island Plow Company in Indi 
apolis. For a dozen years of that; 
riod he was general manager. In 1%. 
Mr. Ferguson became general 8 
manager of the Orlando Orange Gr 
Company of Florida, an important i 
tor in the production of citrus fruits 





John R. Keen 


Following the resignation of A. Ri 
mond Long as general agent of | 
Connecticut Mutual Life at Harrisbu: 
Pa., the company has decided to ce 
solidate its Harrisburg and Readix 
general agencies. The combined ter 
tory will be in charge of John R. Kee 
the general agent at Reading. who ¥ 
transfer his headquarters to Harrisbw: 
in the Union Trust building. 





Law Life Changes Name 


The Law Life of Chicago, which we 
recently organized, has changed 
name to the Builders Life. The hor 
office is at 228 North La Salle stree’ 
The main factor in the enterprise 
Karl J. Christ. who is the owner of © 





ment just made by the Phoenix Much 
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Bankers Architectural & Engineers 
Company. which furnishes plans 2 
specifications for the construction 
buildings. 





Organizing American Life 


The actuarial firm of S. H. & Lee 
Wolfe of New York City, has take 
preliminary steps to organize a ne 
life company under the laws ot Ne 
York state, taking the name Ameri¢ 
Life. 





Changes in Advertising Departmen 


The Bankers Life of Iowa has 
pointed John H. McCarroll advertisi™ 


manager and John M. Grimes, Jr., a 
sistant advertising manager. aa 
Mr. McCarroll has been with 
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companv in the advertising departme” 
for the last four years, and the last, ts? 
vears has been assistant advertisi!® 
manager. Mr. Grimes has been W 
the company for two years. 
The advertising departmen 
tinue under the direction of 7 
Mills, secretary. who will be respon 
ble. as formerly, for the advertis : 
policies and plans of the company 


t will com 
Bert > 





Continental Life’s Building Plans | 


The Continental Life of St. Louis 
taking bids on the construction of ™ 
20-story office and banking building © 
be erected on Olive street just west © 
Grand boulevard. ; i 
Actual construction will get aa 
way at a very early date. The bul 
ing will cost about $1,500,000 and - 
become the permanent home © * 











Continental Life. 





departni 
that pro 


After 
letter in 
basis for 
Vision. 
refraine, 
tions, ov 
and age 
that the 
confiden 
would b 
sees th 
makes | 
though 
individu 


at 

inese 
eral hea 
Pervisio: 















